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It's New! 


The new sensation in insulation! Sealtite In 
sulation Manufacturing Corporation offers a 
new product — Seal-Foil.* It combines the 
proven insulation value of mineral wool, with : 
the added insulation efficiency of pure alumi- FLANGED 
num foil backing. EDGES 








NO INCREASE IN PRICE (Qyppawdlit 
This superior insulation has enjoyed a tremendous public acceptance, in @) ~ E 


and is offered to you at a price comparable to that of the ordinary 
batt. 


Get on the Sealtite Sales Bandwagon with Seal-Foil 


Get on the Sealtite Band Wagon with Seal-Foil* the two-in-one insulation, which is backed up by a complete advertising 4 
program. 4 
Write, wire, or phone for the complete Sealtite story. | 


SEALTITE INSULATION MFG. CORP 


GENERAL OFFICES: WAUKESHA, WIS. 


Po 
" *Trade Mark Registered. 
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This attractive counter display unit available for all 
Sealtite dealers. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberm 
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PEOPLE WHO KNOW THE “INS” and “OUTS” 
OF THE BUILDING TRADE 


Choose “KENNATRACK” 


SLIDING DOOR 


HARDWARE 
—It 
Why do they choose "KENNATRACK"? | 


Because KENNATRACK has a proven track for | 
every interior need, plus the Hardware to fit the | 








Bab: 
KENNATRACK Double Rail By- 
Passing Door Track with its three 
types of Ball Bearing Carriers to 
choose from (200-225-250) Se 
meets every need for this type })\\\c 3) 
Hardware for doors of 3/4" and }j) ) | Ble 
13/16" thickness ... used in | M\\/ y i Wy 
modern cabinet applications “s/h0'))*\sSmENim™nL 
today. SERIES 200 
NOTE: Series 200 and 250 are interchangeable and used for 
wardrobes and upper cabinet work. The 225 is intended only 
for floor or lower cabinets where line of vision is down. 
The improved 225 and 250 series make it easier to mount the 

» doors in close quarters. 








+620 
KENNALATCH 


This improved KEN- 
NALATCH simpli- 
fies installation. It 
is assembled and 
ready to set into 
notch cut in door. 











bea WRITE FOR COMPLETE DETAILS ON THE 
' KENNATRACK LINE OF SLIDING DOOR 
SERIES 225 HARDWARE. 


JAY G. Mc KENNA, inc. - ELKHART, INDIANA 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 
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NEWS BRIEFS FOR THE BUSY READER 


100,000 house starts in October. Another record month and brings 
starts for ten month period to 843,100. Looks like an all-time record house- 
building year for sure. 












At the same time FHA backed houses totaled 42,239, nine percent over 
any other October in FHA history. For the first ten months of 1949 unit 
applications totaled 675,828 as compared with 502,942 for the same period 
last year. 









Total business inventories at the end of September were $54.8 billion, 
up $150 million from August. Increases were almost entirely at whole- 
sale and retail levels, as manufacturers’ inventories decreased almost $500 
million. 





Christmas and New Year’s are on Sunday. If you close Monday and are 
in the habit of paying wages for these holidays, you'll probably want to 
pay for these off-date vacations. In any event, if you have a labor contract, 
better check its provisions. 





Independent retailers’ sale were six percent lower in October, 1949 than 
for October a year ago. While retail lumber and building materials dealer 
sales are off slightly more than avecage dollarwise, physical volume is 








| holding close to last year’s record totals. 

sed for 

2d only iy Expert opinion expects little if any drop in farm land prices. Reo. estate 

4 men say rumored drops have occurred only for marginal land. Farmers 
are still in such good shape dollarwise they don’t have to sell. And in spite 

unt the | I of reduced farm product prices, they are still doing mighty well profitwise. 








Those in the know say home furnishing sales for Christmas period will 
surpass 1948 in units, if not in dollar volume. Major appliances will 
account for a healthy share of the business. 





The year-end prophets are on the loose already—saying that total con- 
struction for 1950 should hold about even with the record $19 billion for 
1949. This looks like a sure bet with house starts under a full head of 
ee steam and heavy public construction in the books. 














H Some reports coming in say that the new minimum wage law may force 
big producers in the south to raise prices as much as $10 per thousand. 
Small operators may have to increase prices per thousand as much as $6. 












= Christmas sales, hurt in some areas by the big strikes, will be aided nation- 
us ally by wns ually large Christmas Club savings; some nine hundred million 
, [ dollars. Important to the merchandising dealer. 

















“a Administration will ask higher corporation and individual taxes at 
€ next session of Congress; but the Hill is expected to refuse. Better 


expect more government deficit spending; indirectly increasing the cost 
of constructi. m. 
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HOUSE STARTS 


Highest October volume on 
record—all-time record seen 


Home building maintained a rec- 
ord-breaking pace for the sixth suc- 
cessive month, as 100,000 new non- 
farm dwelling units were started in 
October, according to preliminary 
estimates of the Labor Depart- 
ment’s Bureau of Labor Statistics. 
This is the highest October level in 
history. While it equals the pre- 
liminary total reported for Sep- 
tember, later information indicates 
that the final September figure will 
exceed the 100,000 mark. 


SURPASS 1925 


The continued high level of ac- 
tivity through the summer and fall 
brings the total number of units 
started during the first 10 months 












































SIZE OF MORTGAGES ON HOMES 
rer» Percentage of Mortgaged Homes with Mortaages PER 
aa a5 6 of Stated Size CENT 
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of this year to 843,100, 28,300 
above the corresponding total for 
1948, when builders almost equalled 
the 1925 all-time peak. There is 
little doubt that the total of 937,000 
dwelling units started in 1925 will 
be surpassed this year. 

The 1949 expansion in housing 
volume was aided principally by a 
substantial rise over 1948 in the 
number of rental-type (in 2- and 
multifamily structures) and of 
publicly financed units. By the end 
of July (the latest month for which 
information is available), the total 
of 125,900 rental dwellings started 
represented a 19 percent increase, 
or a rise of 20,100 units, over the 
number started in the same period 
of 1948. There was a 10-percent 
decline in the number of 1-family 
homes begun. The 382,700 publicly 
financed units started in the first 
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Don't use substitutes when you 
can get genuine DUA-LAPS! 


They’re made only from the highest-grade, certigrade straight-grain 
red cedar. 


WANT INSULATION VALUE? Every inch of Red Cedar Dua-Laps 
contains millions of tiny air cells that seal out cold and heat. 
Fuel bills are cut one-third. 


WANT BEAUTY? Ten colors. New Infra-Red Drying 
Process gives you a shingle with a beautiful surface, 
makes a heavier, more protective coating. 


WANT ECONOMY? Dua-Laps offer luxurious, 
deep-horizontal shadows that give that rich 
“wide siding” effect at real savings. Dou- 

ble-coursing adds real economy. 


Write for a Dua-Lap Shingle today 
. we have no samples, as 
such... every one sent is taken 
from warehouse stock. Don’t 
take any substitutes, in- 
sist on Dua-Laps. 
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10 months of this year was ove 
21% times the 12,000 begun in th 
same months of last year. 

TREND TO CITIES 

There has been little change lp. 
tween 1948 and 1949 in the propo. 
tion of new nonfarm housing begy 
in rural and urban areas. Instead 
in both rural and urban areas, 194) 
has brought some rise in the pn. 
portion of new housing started ip 
metropolitan districts, that is, with. 
in the economic and social orbit of 
a central city or cities. The tren ff 
toward metropolitan areas, whic) 
began several decades ago, was ey- 
dent during the second and thir 
quarters this year when the enor 
mous housing spurt occurred. (f 
all privately financed nonfam 
dwellings begun during this period 
about 70 percent were started ii 
metropolitan areas, compared with 
67 percent in the same quarters of 
last year. 

Of the new private nonfarm units 
begun in rural places (unincorp 
rated or with a population of les 
than 2,500) 66 percent were in me 
ropolitan areas from April through 


the corresponding months of 19 
Similarly, about 73 percent of tk 
privately financed urban dwelling 
were started in metropolitan are 
in 1949, compared with 70 pertal 
in 1948. 
SEASONAL DECLINE 

Telegraphic reports of local built 
ing permits issued for housing dit 
ing October in principal cities‘ 
the country show a drop from S# 
tember in most regions. This fut 
shadows a decline in housing staf’ 
during November when a large} 
portion of the units for which Oct: 
ber permits were issued will * 
started. . 

The most substantial decline! 
permits issued occurred in © 
Middle Atlantic States where, |0# 
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He's handsome, witty, nch and sing! 
the sweetest disposition, and hes madly in lot 
with me. Too bad he isn't my type 
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a Sell Fennvernon.... not just ‘window glass” 





When a customer needs glass. . . 


ssued will # 


tial decline! Pennunon|) THAT's always a good policy. It’s your assurance of satisfied customers — whether they need 
urred ied WarowGass}} glass to replace broken panes, or for new construction. And that means increased sales. When 
as whee you sell quality “Pennvernon,” youre offering buyers a product that meets all the requirements 

| of good sheet glass. “Pennvernon” has excellent visional properties. Both sides of the sheet 
LAMM have a brilliant surface finish, making it possible to glaze either side out. 


So, make ita practice to sell “Pennvernon”— not just “window glass.” It pays. 


a i. Fennvernon Widow Glass 


/ ie G PAINTS GLASS CHEMICALS BRUSHES PLASTICS 
an abi a 


h and singie, ™ 


he's modi im PIZTSBURGH PLATE GLASS COMPANY 


ILDING Pao; 
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handling costs by buying 
lumber bundled with 


ACME STEELSTRAP 


















ACME STEEL CO. 
CHICAGO 
















Lumber bundled with Acme Steelstrap is easy to handle, easy to tally, 
from mill to building site. 






Read how California yard 
saved 70% on labor alone! 






Here’s what happens when the West Fresno Lumber 
Company of Fresno, California, receives a typical 
lumber shipment—a flat car of 8 bundles, bundled 
and braced with Acme Steelstrap. 









® Unloading is simple, each bundle being a 
single lift for a fork truck. Labor costs for this 
one operation are as much as 70% less than 
when pieces were handled individually! 









® Bundles move intact through the yard to 
building sites. Tallying is quick and easy— 
damage and pilferage practically eliminated. 








®@ The danger of injury to yard personnel is 
greatly reduced. 






All dealers can get advantages like these by requesting 
suppliers to bundle and brace lumber shipments with 
Acme Steelstrap. For full details, mail coupon today! 


STRAPPING DIVISION 


ACME STEEL COMPANY 


NEW YORK 17 ATLANTA CHICAGO 8 LOS ANGELES 11 


ACME STEEL COMPANY, Dept. AL-129, 2888 Archer Avenue, Chicago 8, Illinois 















O Send me a free copy of your booklet, “‘LUMBER ‘Bound to get there’ FROM 
MILL TO JOB.” 
0 Have representative call. 


Name 
ee sieianaspiaalieenitecin 


Address _ 





City Zone State 
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NEWS a«d¢d TRENDS 





ly, sharp drops were reported for 
New York City, and for Philadel- 
phia and Pittsburgh, Pa. Building 
permit volume slumped also in Bal- 
timore, Md.; New Orleans, La.; and 
Wichita, Kans. Important gains, 
however, occurred in Jackson, 
Miss.; San Francisco, Calif.; and 
Washington, D.C. 


INVENTORY RISE 


Wholesale and retail stocks 
increase —manufacturers' down 


Total business inventories at the 
end of September amounted to $54.8 
billion, according to the Office of 
Business Economics, U. S. Depart- 
ment of Commerce. 

After adjustment for seasonal 
fluctuations, the book value of in- 
ventories in September was $150 
million above the August level — 
the first monthly increase since the 
all-time peak was reached in No- 
vember 1948. The September in- 
crease was concentrated in whole- 
sale and retail trade as manufac- 
turers’ inventories declined almost 
one-half billion dollars. 

Retailers’ inventories at the end 
of September totaled $14.5 billion. 
After allowances for seasonal vari- 
ations, these inventories were about 
$500 million higher than at the end 
of August—with both durable and 
nondurable-goods stores contribut- 
ing equally to the change. 

About one-third of the total in- 
crease was in stocks held by motor 
vehicle dealers. Sizable increases 
also occurred among _ furniture, 
apparel and general merchandise 
stores —while smaller inventory 
gains were noted in every major 
line of retail trade. 





BUILDING MATERIALS 


Production below last year's 
level but shows seasonal gain 


The increase in the overall pro- 
duction of all construction materials 
in August was much more than the 
normal seasonal increase from the 
preceding month, but total produc- 
tion still was considerably below 
the level for August 1948. As meas- 
ured by the Department of Com- 
merce Composite Index of Produc- 
tion for Selected Construction Ma- 
terials, August production was 
about 18 percent above that for 
July (compared with a normal sea- 
sonal increase of between 6 and 7 
percent) but still was between 9 
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| KINZUA PINE 
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Rings the Bell 
with Buyers who 
Demand Good Lumber 


Ask any buyer who knows — and he'll tell you that 
Kinzua Pine is always a dependable lumber to buy. 
He'll tell you that Kinzua definitely has the long-run 


Me 


Se 

















interest of all customers in mind, because Kinzua is working toward a permanent lumber 


operation. 








Grading behind the planer. All Kinzua lumber is graded after kiln drying 
and surfacing so that any defects developed in seasoning or dressing which 
might lower the grade can be taken into consideration. Kinzua takes definite 
pride in the accuracy of its grades. 






KINZUA, OREGON 


BER NATIONAL DOOR MFRS. ASSN. 





[LDING Propucts MERCHANDISER 


KINZUA PINE MILLS Co. 


MEMBER WESTERN PINE ASSOCIATION 


That's right. Kinzua has an extra in- 
centive to satisfy and hold its cus- 
tomers, because it expects to be in 
business indefinitely. All Kinzua tim- 
berlands are on a tree-farm basis. 
Kinzua has long-run reasons con- 
stantly to improve its equipment. 
You can put it down in the book that 
when better lumber is produced, 
Kinzua will be producing it — just as 
it pioneered 100% kiln drying direct 
from the saw, 100°, storage and 
loading under cover — and many 
other product refinements. 


Straight or mixed cars, including 
our famous “Architect Designed” 
Ponderosa Pine window and door 
frames, mouldings, finish, bevel 
siding, ceiling, casing, base, 


paneling, common and Fir dimen- 
sion and boards. 
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and 10 percent “below the level for 
August 1948. 


The larger than normal seasonal 
increase in production in August 
was more than offset by a larger 
than normal seasonal decrease in 
July, however, so that total produc- 
tion in July and August was ap- 
proximately equal to total produc- 
tion in May and June whereas the 
normal seasonal change from the 
May-June to the July-August pe- 
riod is an increase of about 3 per- 
cent. 


As measured by the composite in- 
dex, total production of construc- 
tion materials during the first 8 
months of the current year was be- 
tween 10 and 11 percent below that 
for the corresponding period of last 
year, and was more than 6 percent 
less than production in the same 
months of 1947. Production in the 
January-August period of 1949, 
however, was more than 8 percent 
above the level for the same period 
of 1946. 





RETAIL SALES 


Dollar decrease is general but 
October shows gain over September 


Indépendent retailers’ sales were 
6 percent lower in October 1949 
than in October 1948, based on re- 
ports from 13,500 large independent 
stores, according to data released by 
the Bureau of the Census, Depart- 
ment of Commerce. October sales 
were 3 percent ahead of the Sep- 
tember sales level this year. These 
data are preliminary and are based 
upon dollar sales reported to the 
Bureau of the Census by approxi- 
mately 13,500 large independent re- 





Anybody else want to quit before 
this suit goes to the cleaner's? 









































KILN D DRIED _— sell 
~ LUMBER — 
























Standards. 


Straight or mixed cars. 
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OUR 3 MODERN MILLS HAVE IT! 


With your first order you will know that you've found the right source 
for the kind of lumber that assures satisfaction for your customers. 


Our three modern plants manufacture dependable quality Kiln Dried 
lumber, which is graded according to West Coast Lumber Bureau 


Try some of our Fir and Hi-Hemlock dimension. 


725,000 Feet Daily 


WILLAMETTE VALLEY LUMBER CO. 





OREGON 
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tailers engaged in a number of 
kinds of business located in selected 
areas throughout the country. The 
percentages change are not ad- 
justed for seasonal variation, num- 
ber of working days, or price 
changes. 

Of the 13 major kinds of busi- 
ness for which preliminary data 
are released by the Bureau of the 
Census, only motor-vehicle dealers 
showed sales in October 1949 higher 
than in October 1948, reporting an 
average increase of 15 percent. 


October sales of furniture stores 
were unchanged from October a 
year ago. Slight decreases were 
reported by filling stations (2%), 
food stores (8%), and drug stores 
(3%). Moderate sales decreases 
occurred for eating and drinking 
places and department stores (8% 
each), and for jewelry stores and 
lumber and building materials 
dealers (9% each). In the other 
kinds of business for which data 
are shown, October sales were off 
11 percent for general stores; 13 
percent for hardware stores; 15 
percent for dry goods and general 
merchandise stores; and 20 per- 
cent for apparel stores. 


HOME FINANCING 


Three-quarter mark figures 
below 1948 in dollar volume 


Nonfarm real estate financing in 
the nation totalled about $8,300,- 
000,000 during the first three-quar- 
ters of this year, 5 percent less than 
in the same months in 1948, the 
Home Loan Bank Board reports. 
The estimates are based on com- 
pilations of recorded mortgages of 
under $20,000. 


The total for September — $1,- 
050,000,000 — was about the same 
as in August, but 6 percent above 
the estimates for September of last 
year. The figures, which chiefly 
represent loans on homes, reflect 
the unusual activity in the 
construction of houses in recent 
months. 


It is expected that for the full 
year of 1949 the total of mortgages 
recorded will be slightly under the 
$11,600,000,000 reported for 1948, 
the peak year in American home 
financing volume. 

By classes of lenders the report 
shows that, except for insurance 
companies and miscellaneous lend- 
ing institutions, all types of mort- 
gagees made a smaller volume of 
loans in the January-December 
months than in the same period of 
1948. Among the remaining types 






































@) On More Than a Million Farm Buildings 


In less than five years! ‘That’s acceptance! Farmers recognize 
Alcoa Roofing means protection without weight. Long life 
because it won’t rust away. Less cost because it requires no 


constant repairing, never needs painting. Keeps buildings 
cooler in summer. 


2) Complete Line 


Alcoa Roofing comes in 14” and 214” corrugated and 5-V 
crimp, 6 to 12 foot lengths. Strongest, gauge-for-gauge, alumi- 
num farm roofing sheet made. Plus aluminum accessories 
developed especially by Alcoa. Ridge roll, end and side wall 


flashing, flat flashing, aluminum nails. You make a real sale 
when you sell Alcoa. 


Sales Making Promotions 


Right now Alcoa has the greatest promotion in aluminum 
history under way. 26 ads in 8 weeks, right through the fall 
selling season. Plus point-of-sale material. An even bigger pro- 
gram is planned for spring! Alcoa not only sends customers to 
you, we help you sell them when they come in. 

If you now sell Alcoa Roofing, see your supplier at once. If 
not, mail the coupon today. It will bring you brand-new, sub- 
stantial profits in this new field. Send it today to ALumiInuM 
Company or America, 1723M Gulf Bldg., Pittsburgh 19, Penna. 


MAIL THIS COUPON TODAY! 


eoooeee 


Alcoa — - 
inum Compa 
ponese Gulf Building, Pittsburgh 19, Pa 


p ofing line, send 
We want to know more about Alcoa s Roofing . 


of America 
: 

1 us details without obligation. 
1 

| 

1 
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a oe 
Address eran 


ROOFING 
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Mean EXTRA Quality 


Deniston nails have been sold 
with complete customer satisfac- 
tion since 1926. Builders find them 
the best nails available for ap- 
plying corrugated sheet steel — 
aluminum — slate or tile roofing. 
Sell your customers the best in 
nails ... Sell Deniston Nails. 


LEAD-SEAL DRIVE 
SCREW NAILS 


Lead is under head and 
down shank — hammer 
blow cannot knock it off. 
When nail is driven. 
hole around nail and 
sheet is firmly sealed 
with lead. “Bump” on 
shank prevents nail 
from working out and 
triple locks nail, lead 
and sheet permanently 
together. 


PALLET NAILS 


Drive screw pallet nail 
holds like a screw with 
a powerful unyielding 
grip. 21/," long x 10 ga., 
cement coated for extra 
holding power. Packed 
100 lb. kegs. 


GALVANIZED OR 
PAINTED ROOFING 
NAILS 


A superior type of 

hot galvanized 

drive screw nail 
for composition roofing. 
Rolled after galvanizing in- 
sures shank of deeper, 
cleaner, sharper thread that 
gives a full turning action 
to nail and maximum hold- 
ing power. 


Write for FREE samples and com- 
plete information about these fast 
selling nails. 








THE DEN 


anufa.turer 


ISTON COMPANY 


Quality Nails Since 1926 


4854 S. Western Ave. Chicago 9, Ill. 





of lenders, decreases in activity 
ranged from 3 percent for mutual 
savings banks to 13 percent for 
commercial banks. 


1950 CONVENTIONS 


Schedules corrected to press date 
(*) means no exhibits are planned 


January 16-17—Kentucky Retail Lumber Deal- 
ers Assn., Brown Hotel, Louisville, Ky. 


January 17-18-19—Northwestern Lumbermens 
Assn., Minneapolis Auditorium, Minneapolis, 
Minn. 


January 23-24-25—Western Retail Lumber- 
men’s Assn., Multnomah hotel, Portland, Ore. 


January 23-24-25—Northeastern Retail Lum- 
bermens Assn., Hotel Statler, New York, N. Y. 


January 24-25-26—Ohio Assn. of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. 


January 25-26-27—Southwestern Lumbermens 
Assn., Municipal Auditorium, Kansas City, Mo. 


February 1-2-3—Middle Atlantic Lumbermens 
Assn., Chalfonte-Haddon Hall, Atlantic City, 
N. J. 


February 7-8-9—Michigan Retail Lumber Dirs. 
Assn., Pantlind Hotel, Grand Rapids, Mich. 


February 8-9—Lumber Dirs. Assn. of W. 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 


February 8-9-10 — Mountain States Lumber 
Dealers, Shirley-Savoy hotel, Denver, Colo. 


February 14-15-16—Wisconsin Retail Lumber- 
mens Assn., Milwaukee Auditorium, Milwau- 
kee, Wis. 


February 16-17—Virginia Building Material 
Assn., Roanoke hotel, Roanoke, Va. 


February 21-22-23—Illinois Lumber & Material 
Dirs. Assn., Hotel Sherman, Chicago, Ill. 


February 22-23-24—Nebraska Lumber Mer- 
chants Assn., City Auditorium, Omaha, Nebr. 


February 24-25—West Virginia Lmbr. & 
Bildrs’ Supply Dealers’ Assn., Daniel Boone 
Hotel, Charleston, W. Va. 


February 28 & 
March 1—North Dakota Retail Lumbermens 
Assn., City Auditorium, Fargo, N. D. 


February 28 & 
March 1-2—Indiana Lumber & Bldrs’ Supply 
Assn., Murat Temple, Indianapolis, Ind. 


March 2-3-4—Intermountain Lumber Dealers 
Assn., Hotel Utah, Salt Lake City, Utah. 


March 9-10-11—Independent Retail Lmbr. 
Dealers Assn., Hotel Radisson, Minneapolis 
Minn. 


March 15-16—Louisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 


March 15-16-17—lowa Retail Lumbermen’s 
Assn., (place te be selected) Des Moines, la. 


March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. J. 


March 22-23-24—Carolina Lmbr. & Bldg. Sup- 


ply Assn., Ocean Forest Hotel, Myrtle Beach, 
$. C. 


March 27-28—(Tentative) Tennessee Lumber, 
Millwork & Supply Dirs. Assn., Municipal 
Auditorium, Memphis, Tenn. 


March 28-29—South Dakota Retail Lumber 
Dealers Assn., Sioux Falls, S. D. 


April 3-4-5—Lumber & Supply Dirs. Council*, 
General Oglethorpe Hotel, Savannah, Ge. 


April 12-13—Mississippi Retail Lmbr. Dirs, 
Assn., Buena Vista Hotel, Biloxi, Miss. 


April 12-13-14—Florida Lmbr. & Millwork 
Assn*., Palm Beach Biltmere, Palm Beach, Fla, 


April 13-14-15—Southern California Retail 
— Assn., Ambassador Hotel, Los Angeles, 
calif. 


April 19-20—Arkansas Assn. of Lmbr. Deal. 
ers*, Little Rock, Ark. 


April 20-21-22—Arizona Retail Lmbr. & Bidrs, 
Supply Assn., Maricopa Inn, Mesa, Arizona, 
April 23-24-25—Lumbermens Assn. ef Texas, 
Municipal Pier, Galveston, Texas. 


April 26-27—Lumber Merchants Assn. of 
Northern California*, Ahwanhee Hotel, 
Yosemite National Park, Calif. 


(Montana Retail Lumbermens Assn.—Latter 
part of March or April.) 


LUMBER STATISTICS 


Figures on production, orders 
and shipments—market trends 


The West Coast reports an un- 
precedented demand for this season 
of the year. Most operators at- 
tribute it to lean buying during the 
summer months. Prompt shipment 
is a determining factor in many 
cases. The boxcar shortage has 
eased up so that mills with ready 
stocks are profiting most by cur- 
rent demand. 


Southern producers are up in the 
air over the effects of seventy-five 
cent minimum wage law. Rumor has 
it big mill prices may be forced up 
as much as $10 per thousand—little 
mills as much as $5 to $6 per thou- 
sand. There is talk that a few oper- 
ators may be squeezed out of busi- 
ness. 


National Picture 


Lumber shipments of 420 mills 
reporting to the National Lumber 
Trade Barometer were 6.0 percent 
above production for the week end- 
ing November 12, 1949. In the 
same week new orders of these mills 
were 0.8 percent above production. 
Unfilled orders of the reporting 
mills amount to 38 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 22 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 55 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 2.9 
percent above production; orders 
were 5.2 percent above production. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 54.9 
percent above; shipments were 83.2 
percent above; orders were 74.1 
percent above. Compared to the 
corresponding week in 1948, pro- 


December 3, 1949, AMERICAN LUMBERMAN & 
















ALERT Rc ose 


ee eR 








as . 
Jt 


tee 
a . 
~G 


; = ; 
Re 
ate. ee Ng eS 
\ aw =I. an we ola 


. 

\ 
, 
y. 





ruce Ranch Plank Floor 


Solid oak with walnut pegs « Alternate 2%” and 3%” widths » New “Decorator Finish 


Now being advertised 


. F i _ 
in these magazines 


Pros 





LUMBER MARKET 


duction of reporting mills was 7.0 
percent above; shipments were 29.8 
percent above; and new orders were 
44.8 percent above. 


Western Pine 


The 93 mills reporting to the 
Western Pine Association for the 
week ending November 12, 1949 
cut 66,330,000 feet, as compared to 


60,656,000 feet for the same week 
a year ago. Shipments ran to 66,- 
462,000 feet, or .2 percent above 
production. Orders totaled 64,509,- 
000 feet, as compared to 42,838,000 
feet a year ago, reflecting unusual 
seasonal activity. 


Southern Pine 


Production of Southern Pine by 
the 128 mills reporting to the 
Southern Pine Association for the 
week ending November 12, 1949 
amounted to 19,827,000 feet, or .45 
percent below the three year aver- 





The LUMBER MARKET 


The following is a general market analysis as we go to press. 


Since many 


variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 


Vertical Grain Flooring 
B tr. Cc 
145.00 140.00 
Flat Grain Flooring 
= 2) eee re 120.00 115.00 
130.00 125.00 
Drop Siding 
< 6 Pattern #106.130.00 125.00 
c 6 Pattern #116. 130.00 125.00 
110.00 
135.00 
eypen: : & Shiplap 
.2+e..00.00 53.00 53.00 
wate ae '49.00 49.00 49.00 
38.00 38.00 38.00 
No. 1 Dimension 
2’ 14 16’ 


57.00 
56.00 
55.00 
55.00 
55.00 
Dimension 

14’ 16’ 

53.00 53.00 

52.00 52.00 

51.00 51.00 

51.00 51.00 

50.00 50.00 

. 3 Dimension 
39.00 39.00 

34.00 34.00 

32.00 32.00 32. 
30.00 30.00 30.00 
28.00 28.00 28.00 


Add about $8 for K.D. 
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WESTERN PINE 


Ponderosa Pine 

Selects, 

S2 or 48 4/4 RW 5/4RW 6/4 RW 
171.00 171.00 


144.00 144.00 
No. 1 

101.00 

100.00 


Idaho White Pine 
Selects, S2 or 48 
C RL 
D RL 
Commons, 48 No 
| Ee 120. 00 
Sugar Pine 
Selects, 
S2 or 4S 4/4 RW 5/4 RW as * RW 
z & Btr RL...203.00 199.00 98.00 
RL. ..195.00 191.00 190. 00 
D RL. :. 168.00 167.00 166.00 
Shop, S25 No.1 No.2 No.3 
5/4 83.00 
5. 82.00 
eee ee 130.00 90.00 
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No. 00 30.00 


SOUTHERN PINE 


Vertical 
Grain Flooring ne. Btr. 
4 


Cc 
185.00 180.00 


—. Grain Flooring _ 
150.00 


Drop Siding 
1 x 6 (All 
Patterns except 


Cc eiling 
No. 
Boards & 
1x6 


= 72. 00 

. 62.00 
imension 

12’ 14’ 

81.00 

79.00 

80.00 

. 93.00 
= 98. 00 98.00 


Dimension 
14’ 
77.00 


2 2 
S wortrrmrn F worn 
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OAK FLOORING 


gi x 98 x 
Clear PI 2% tis %x2 
White ..170.00 14 155.00 
Red ....170.00 148, 00 155.00 


Select Pl 
White 
Red 


No. 1 

Common 

White ..135. s 130.00 
Red ....135. i 130.00 


No. 2 
Mixed .. 85.0 : 75.00 
15” Shorts’ 


No. 1 

Common 

& Btr. " 5. 75.00 

No. 2 

Common 

15” Shorts. 60.00 ‘ 50.00 25.00 


145.00 


--160.00° 137.0 
137.0 145.00 
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age. Orders for the week totaled 
18,730,000 feet, or 5.96 percent be- 
low the three year average. Ship- 
ments amounted to 20,129,000 feet, 
1.02 percent above production for 
the week and 0.56 above the three 
year average. 


West Coast Woods 


For the eleventh straight week 
orders for West Coast lumber ex- 
ceeded production from the Douglas 
fir sawmills of western Washington 
and Oregon. Orders averaged 185,- 
654,000 feet per week during Octo- 
ber as against production averages 
of 168,626,000 feet per week. 


Unfilled order files at West Coast 
mills stood at 609,049,000 feet at 
the end of October, Simpson point- 
ed out, which is highest point 
reached since March of this year. 
Gross stocks at Douglas fir mills 
shrunk during October to 918,508,- 
000 feet, lowest they have been 
since October of 1948. 


Continued strong demand for all 
West Coast species is best indicated 
by total orders for the first 43 
weeks of this year of 7,077,288,000 
board feet as compared to 6,972,- 
584,000 for same period last year, 
Simpson said. An unusually heavy 
demand from Atlantic Coast states 
has accounted for 909,598,000 board 
feet shipments by water so far this 
year as against 599,829,000 to the 
same area for the first 43 weeks of 
last year. Shipments of 6,916,- 
233,000 board feet for the ten 
months of 1949 top production for 
the same period by 143 million feet, 
the lumber leader stated. 


The weekly average of West 
Coast lumber production in October 
was 168,626,000 b.f. or 112.8% of 
the 1943-1948 average. Orders av- 
eraged 185,654,000 b.f.; shipments 
177,708,000 b.f. Weekly averages 
for September were: Production 
170,076,000 (113.7% of the 1943- 
1948 average) orders 188,956,000 
b.f.; shipments 183,196,000 b.f. 


Forty-three weeks of 1949 cumu- 
lative production 6,772,751,000 b.f.; 
forty-three weeks of 1948, 7,303,- 
589,000 b.f.; forty-three weeks of 
1947, 7,183,788,000. 


Orders for forty-three weeks of 
1949 break down as follows: Rail 
4,426,028,000 b.f.; truck, 325,050,- 
000 b.f.; domestic cargo 1,244,874,- 
000 b.f.; export 291,257,000 b.f.; 
local 790,079,000 b.f. 


The industry’s unfilled order file 
stood at 609,049,000 b.f. at the end 
of October. Gross stocks at 918,- 
508,000. 
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PERMITS HEALTHY PROFITS 
WIDELY ADVERTISED—EASILY SOLD— 


Fremont's consumer advertising program, 
and dealer ad help service, is COM- 
PLETE and CONTINUOUS. 

FULL DEALER PROTECTION provided for 
in a definite sales policy 

READILY AVAILABLE FROM JOBBER 
STOCKS EVERYWHERE 

UNIFORMLY HIGH QUALITY guaran- 
teed by stringent inspection 

FREMONT RUBBER COMPANY IS THE 
WORLD'S LARGEST PRODUCER OF 
RUBBER TILE — That means a prestige 
product 

A DEPENDABLE SOURCE — Continual ex- 
pansion of modern plant facilities keeps 
Fremont apace of the wide acceptance 
and growing demand for Fremont Rub- 


ber Tile. 

FREMONT RUBBER LEADERSHIP is well 
established and a constant flow of new 
ideas, new colors, new styles, innovations 
and exclusive features is further enhanc- 
ing that. leadership. 


Why Your Customers Like FREMONT RUBBER TILE 
THEY GET MORE FOR THEIR MONEY. It's the most centers, polka dots and stars which may be removed 
economical—lasts a lifetime, resists scuffing and dent- and other colors inserted. Affords an unlimited choice 
ing. Takes a beating other floors could not withstand. of patterns. 


THEY LIKE THE NEW DECORATOR COLORS. 17 COMFORTABLE — QUIET — Cushions and silences 
beautiful, fade-resistant, plain and marbleized colors— footsteps. Slip-resistant. 
the most brilliant afforded in any type floor covering. EASY TO KEEP CLEAN — Resists stains, has no pores to 
Squares, diagonals and custom inserts—tile with die cut catch dirt and grit. Even burning cigarettes leave no 


Ee GREASE-PROOF TILE— permanent blemish. 
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Unaffected by ordinary grease, oil, petroleum, ani- 3 EASY TO APPLY 


mal fats, citrus juices and alkalies. Ideal for com- 
mercial kitchens, restaurants, industry, auto show- 
rooms, bakeries, filling stations, etc. 
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ALSO MANUFACTURERS OF — 


RUBBER TILE © STAIR TREADS 
GREASE-PROOF RUBBER TILE 
VINYL PLASTIC SET-~-ON-BASE COVING 
CUSTOM INSERTS © RUG CUSHIOD 
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THE LINE OF ae 
INSECT WIRE SCREENING 


YOU CAN DEPEND ON! | 


THE 
STAR 
THAT 

LEADS 
TO 
QUALITY 


THE “OLD DEPENDABLES”— 


ALUMINUM ANTIQUE BRONZE 
ELECTROPLATED STEEL MONEL 


BRIGHT BRONZE 
STAINLESS STEEL 


---PLUS THE NEW, EXCLUSIVE, 
LOW-PRICED 


* CORRONIZED LICKS CORROSION! 


From the experience of almost a half-century, 
Hanover has developed seven complete lines of 
insect wire screening for every residential, com- 
mercial, industrial, and farm application. Meti- 
culously made, continuously laboratory tested, 
sensibly priced—when you stock them, you know 
your customers will be satisfied . . . and come 
back for more. 

In Corronized, you have the outstanding de- 
velopment in the wire screening field since the 
war—the beautiful, corrosion-resistant, sky blue 
screen that won't stain woodwork won't melt, 
conforms with insect screening standards of 
U. S. Department of Commerce, and is Slo- 
Plated for longer life and durability. 
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YOU ARE INVITED to write us 
for free swatch sample books, 
prices, and complete informa- 
tion on these products. 


HANOVER WIRE CLOTH DIVISION 


Continental Copper & Steel Industries, Inc. 


HANOVER 4, PENNSYLVANIA 





--- 50 YEARS AGO --- 
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THE QUESTION OF BUSINESS 


A DEALER 
was pleased to 
say that the ar- 
ticles in this de- 
partment, of 
January 22, 
struck “nearer 
the quick” than 
any he ever had 
read, perhaps 
for the reason 
that his experi- 
ences tallied 
with the state- 
ments made 
therein. 


“ein this 
town,” he said, 
“a dealer op- 
ened a yard 
three years ago 
and prices 
dropped a little under us. For years we had been pretty 
well hitched up here, every man of us having decided 
about what profit we ought to have to make our business 
present a good showing, and accordingly getting them. 
There was no combination at all between us, but we 
knew that it cost 10 percent to do the business, and we 
wanted at least another 10 percent for profit. No fight 
was made on the new man, thinking as we did that he 
was underselling us for the purpose of ad advertising 
himself, and that in due time he would advance his prices. 
We were mistaken in this. We have carried a steady 
hand, and from that day till this his prices have been 
lower than those of any of the others. His business now 
is about equal in volume to that of any other yard here. 


“This competitor of ours is without much doubt making 
as much money as any of us, his low expense of living, 
and his equally small expense of conducting his business 
being, as you express it, the ‘leverage’ he has on us. He 
is underselling us, but as compared with the rest of us 
losing no money by so doing, and come to consider it, it 
would place one of us in a small hole to ask him to ad- 
vance his prices for our benefit. I had not thought of 
this before I saw it in your article.” : 


Another dealer writes, “Your Realm of the Retailer 
of last week (January 22) was a corker. I read it twice 
and wrote my partner who lives at to 
be sure and read it. It needs some one who can probe to 
the bottom to set us thinking. My neighbor in business 
talked to me once as though he thought you spoke a 
little too openly at times, but not for me. I say, put the 
knife in! Those two pages of yours are benefiting the 
retail lumber trade more than all the other matter that 
is published on the lumber business.” 


You have been selling him damaged doors 


Those sentiments are particularly pleasing to me, as 
this dealer recognizes, as do many others, that this de- 
partment is not run as a slobber bucket. 


—Met Saley, AMERICAN LUMBERMAN 
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WASHINGTON 





PRICE RECOVERIES: On the average, across the 
board, prices generally are strengthening. Lumber 
is creeping up; and cement and hardware are 
holding their own, with some prospect of advanc- 
ing. The continued high record of housing starts, 
in the fall, plus an increase in such lines as hospi- 
tal construction, would indicate that most building 


materials may feel something of an upward price 
drift. 


INVENTORIES: This is general; doesn't apply 
especially to building material stores, except as 
they follow the big trend. But, after nearly a year 
of declining inventories, the turn came; and during 
a single month national retail inventories were 
fattened up by half a billion dollars. Reasons for 
the change; first, a big amount of income and sav- 
ings among customers and, second, retailers’ be- 
lief that prices had become stable. 


INFLATION, as a matter of fact, is more or less 
in the cards. Gradual, but real. President Alfred 
Williams, Federal Reserve Bank of Philadelphia, 
told a Congressional subcommittee that “persistent 
tendencies toward inflation’’ stem from the public 
urge for social security, full employment, and stead- 
ily rising waae rates. Also from pressure for Fed- 
eral aid to agriculture, veterans’ affairs and public 
housing. 


ZOWIE! Acting Chairman Keyserling, of the CEA, 
told a confertnce of the National Association of 
Housing Officidls that U. S. builders should plan 
for two million new homes a year by 1959. Unless 
there's a complete overturn of knowledge based 
upon experience, such an avalanche of houses 
could be neither constructed nor sold. 


HIGH-RENT HOUSING: There’s a more or less 
official report that the big boom in high-rent apart- 
ments has about covered its market; in fact, when 
the luxury” apartments already approved by the 
FHA are completed, that'll be it. In most large cities 
the FHA is no longer approving such projects for 
mortgage insurance. Sure enough, the 90-percent 
insurance is still available; but it goes almost en- 
tirely to low-rent projects. 


IN THE CAPITAL: Washington is now in the 
greatest building boom in its history.. Men in the 
construction industry say it’s still a little hard to get 
an «partment in the District but that after the middle 
of next year this will no longer be true. The Presi- 
deni of the Washington Real Estate Board says 
the capital's housing shortage is over and that 
there'll be no need to extend the District's rent- 
control law when it expires next year. 


Bu 
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PLANNING LOANS: President Truman has ap- 
proved loans of more than twenty million dollars 
to something more than 100 cities; to be used in 
planning low-rent projects for half a million people. 
This, of course, is the preliminary step in the public- 
housing program; and these loans are the first 
under the long-range housing act. This preliminary 
stuff must be done and approved before construc- 
tion financing can be started. 


PUBLIC HOUSING: The success of the low-rent 
subsidy project will turn, of course, upon actual 
experience; and if there should prove to be less 
than the expected demand for such units the pro- 
gram would not be continued. But don't expect it 
to be repealed simply on the charge that it’s near- 
socialism. Our industry thinks it is. But the pres- 
ent Congress is prepared to continue and even to 
increase the appropriations. 

PUBLIC-HOUSING FINANCE: It's estimated that 
more than 700 organized housing authorities will 
presently be selling bond issues to finance their 
housing ventures. Bankers think these bonds will 
find a ready market; but the very size of the offer- 
ings, unless very carefully handled, could more or 
less demoralize the security field. Raymond M. 
Foley, of the H&HFA, says frankly it's the greatest 
housing program in the history of the world. 


STRIKE RESULTS: Not all labor problems, espe- 
cially of coal, have been fixed up at this writing: 
but some long range results begin to appear. A 
strong industrial pick-up is expected about the turn 
of the year, when steel should again be available 
in reasonable quantities. The strike has caused 
the loss of about a month and a half of production. 


A BOOMLET is due; to catch up the output and 
distribution losses. Not a healthy gain, because 
the losses should not have occurred. Some small 
steel companies, unable to pay pensions, are trying 
to sell out to the giants. But the latter are reluctant 
to buy, lest the government slug them for the sin 
of bigness. If you're little, you can't meet the union 
contract. If you're big, you get divided up and 
then can't meet the union contract. Coming and 
going! Which way do you want to get yours? 


LABOR SETTLEMENTS are more or less inflation- 
ary. So also is government deficit spending. War 
insurance dividends, due the first of the year, will 
average about $200 per check and probably will be 
spent at once; adding to the inflationary trend. 
Yes, business is going to be “good,” these coming 
months. No use being pessimistic; but the pillars 
of the national economy don’t look as sound as they 
did two months ago. 


27 














Johns-Manville PANELS and PLANK 


are better because they have these unique advantages: 


For years the Glazecoat finish on Johns-Manville 
Ceiling Panels and Wall Plank has helped to make these 
Insulating Board products pre-eminent in their field. 
Now, through research and development, J-M Panels 
and Plank are available with a new and improved 
Glazecoat finish that is smoother, harder, and more 
beautiful than ever. Accidental smudges easily removed 
with an ordinary art gum eraser. 








Beautifully finished at the factory in a variety of 
soft pastel colors, the materials require no further 
decoration. They are ready-to-use when installed, 
but may be painted if desired, with either oil or 
water paint. The Glazecoat finish eliminates the 
need of a primer. 











This J-M feature speeds alignment and offers the im- 
portant advantage of concealed nailing. No exposed 
nailheads to mar the beauty of wall or ceiling. Beveled 
edges provide a neat “V” groove at the joints. Write 
for new brochure on J-M Decorative Insulating Board. 
Johns-Manville, Box 290, N. Y. 16, N.Y. 














JOHNS*MANVILLE 
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Again RUBEROID 
Shingles and 


Siding are chosen 


to protect homes in huge building development! 


When the above air photo was taken, the St. Louis 
development of Charles Vatterott numbered 1070 
completed homes. . . all of them roofed with Ruber- 
oid Asphalt Shingles and more than 700 boasting 
exterior walls of Ruberoid Asbestos Siding. 


Huge developments like this must be their own 
“salesmen.” They succeed to the extent that every 
home owner receives thorough, lasting satisfaction. 

Hence, the choice of Ruberoid Shingles and Siding 
... products reflecting over 60 years spent in develop- 
ing better building materials. Products offering home 
owners more service- free years for their dollar. Prod- 
ucts that smart builders are finding mighty profitable . 
to stake their reputation on these days. 


asphalt g asbestos building materials 


The RUBEROID Co., Executive Offices: 


{NG Propucts MERCHANDISER 


500 Fifth Ave., New York 18, N. Y. 

















The recent convention of the National Retail Lum- 
ber Dealers Association at San Francisco witnessed 
another landmark in its long history of service to the 
industry. 


If we correctly interpreted the “sense of the meet- 
ing” — of the convention and its directorate — there 
was a definite call for three developments: 


l. A clear statement of the relationship between 
the functions, responsibilities and activities of ‘the 
NRLDA and those of the regional associations. 


2. The preparation of a basic and long-swing pro- 


gram for NRLDA industry service which would carry 
on from administration to administration ‘and to 
which would be oriented the current operational strat- 
egies and tactics of each succeeding administration. 


3. The reconciliation of all present activities and 
suggested new activities with such a frame of refer- 
ence. 

Obviously the prerequisite to the first demand 


would be: 


(A) A statement of the objectives of all Retail 
Association work in the industry. 


(B) A segregation of those things that can only 
be done by the National. 


(C) A further segregation of those things which 
can be done best by the National. 


(D) A segregation of those things which can be 
done best by the Regional. 


(E) A segregation of those things which will bring 
the most effective results through joint ac- 
tivity. 


With a clear definition of the respective areas of 
responsibility, authority and cooperation, an answer 
to the second problem above may be found in ‘the 
Pledge of Consumer Service unanimously adopted by 
the Colorado Springs Convention of the NRLDA in 
1945 and printed in the Public Relations Committee 
report to the 1949 convention. See copy of Pledge on 
opposite page. 

A retail industry has a franchise of service to the 
American consumer—there is no other reason for its 
existence. 


Probably the highest concept of retail service ever 
adopted by an industry is contained in this Pledge. 
Because it is admittedly idealistic in phraseology, 
and, in spite of the fact that there are dealers in every 
state whose businesses fulfill this Pledge effectively. 
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A BASIC PROGRAM FOR THE NATIONAL 






it is a goal rather than a reality for the majority of 
the industry. | 






In the implementation and fulfillment of this 
Pledge will be found both the answer to the most 
crucial lumber dealer problems and an operational 
structure for the announced divisions of National 
work, to wit: 


Most Crucial Dealer 
Problems: 








Announced Activi- 


ties of NRLDA: 
Public Relations 
Education of dealer 






Maintaining satisfac- 
tory: (a) service, 
(b) volume, (c) net 













fit personnel 
oa Industry-Engineered 
What to do about ; coats 
materials by-passing 
the dealer in Manufacturer- 
distribution Distributor 
coordination 





What to do about the 
breakdown of net 
profit structure in 
many markets 





Trade promotion 






Government relations 





How to unite the 
merchandising power 
of manufacturers, 
wholesalers and 
dealers 






The bringing about of a gradual and widespread 
fulfillment of this Pledge by the industry is a basic 
objective for the National for the coming decade. 






Here is a basic program that can carry through ad- 
ministration after administration. 

Here is a frame of reference into which all of the 
activities of the National may be fitted. 


Here is a potential answer to the distribution and 
profit problems of retailers. 


Public relations is what we are and what we do— 
rather than what we say. Could there possibly be 
any better public relations than the industry-wide 
implementation of this Pledge? 

Such implementation will take a lot of doing by 
the National and Regionals, as well as by the im 
dividual dealer, but could anything possibly be more 
worthwhile in the interests of both the public and 
the dealers? 

It is significant that NRLDA enters the second half 
of this century and the fourth decade of its existence 
with such a stirring challenge. 

The Editors 
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A Pledge of Public Service 


Adopted by the National , 
Retail Lumber Dealers Association 


Bui 


November, 1945, at Colorado Springs, Colorado 


AS A RETAIL LUMBER AND BUILDING 
MATERIAL DEALER, within the scope of my 


ability and resources, it is my purpose: 


TO MAINTAIN a construction sales and service 
center with adequate inventories and displays of 
counter and warehouse merchandise concerned 


with construction: 


TO INTEGRATE the elements which make up 


construction service packages, such as land, ma- 
terials, equipment, design, fabrication, finance and 


utilities, so that the public wilk-be afforded an op- 


portunity to buy under a centralized sales and 
service responsibility the complete building pack- 
age, installed or erected, ready to use, at a pre- 


determined price. 


TO COORDINATE the services of architects, 
builders, building 


finance agencies, producers and realtors, so that 


sub-contractors, mechanics, 


the public will receive the latest authentic in- 


formation and guidance from these associates, 


<<who will also provide the expert skill to design, 


assemble, install, fabricate and deliver packages 


of building service. 


I Further Pledge: 


TO PROSPECTIVE HOME OWNERS: a com- 
plete service with that quality in design, materials, 
construction and financing which will assure the 
maximum in health, comfort, convenience, beauty, 


durability and low cost maintenance. 


TO ALL PROPERTY OWNERS: a complete 
service on repair, maintenance, remodeling, im- 
provements and additions, including the work- 


manship of specially trained mechanics. 


lO THE FARMERS IN MY TRADING AREA: 
a complete farm building service which will bring 
inodern comforts and conveniences to the farm 
home, will provide for adequate shelter and in- 
creased productivity of livestock, and will con- 


serve produce through modern storage facilities. 


(QO CONTRACTORS, INDUSTRIAL AND 
“OOMMERCIAL BUYERS: a complete line of 
iaterials and services for repairs, construction, 


iaintenance and industrial uses. 


TO ARCHITECTS, CONTRACTORS, REAL- 
TORS AND FINANCING AGENCIES: a central 
sales headquarters with sales leadership, adequate 
sales promotion and year-round creative selling to 
the end that the maximum attainable volume of 
construction will be developed to employ their 
services. 


TO MY MANUFACTURING AND WHOLE- 
SALE SUPPLIERS: Full cooperation in maintain- 


ing adequate inventories, suitable displays and: 


effective merchandising to the end that my trading 
area shall provide them an adequate volume of 
annual consumption of their products. 


TO MY EMPLOYEES: Good working condi- 
tions, steady employment, income incentives to- 
gether with thorough training and ample oppor- 
tunity for advancement and increased earnings. 

TO MY COUNTRY, THE UNITED STATES 
OF AMERICA, to do my full part in the perpetu- 
ation of the freedom of business enterprise which 


has made America great—a nation of home 


owners. 


Reprinted from the Public Relations Committee report to the NRLDA Convention in San Francisco, November 11, 1949. 


ING Propucts MERCHANDISER 
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C ONSUMER SERVICE means 
just that at the H. & S. Lum- 
ber Co., Charlotte, N. C. Let Mas- 
ter Merchant W. M. (Bill) Spur- 
rier, who organized the firm 10 
years ago with Master Merchant 
John F. Heinz, explain: 

“We realized at the start that 
lumber dealers were not giving 
their customers complete service. 
The tendency had been to concen- 
trate on serving contractors to the 
neglect of home owners and new 
prospects.” 

These Master Merchants who did 
$250,000 worth of business in their 
first year together and who now do 
better than $1,000,000 annually, 
changed this operational pro- 
cedure. 

“We encourage every prospect to 
stay in our hands for all his re- 
quirements,” explained Mr. Spur- 
rier. “It makes no __ difference 
“whether he is repairing, remodel- 
ing or building a new home or 
other structure. We assist him in 
selecting a lot, counsel with him on 
the type, size and cost of house he 
should build to fit his family needs 
and budget.” 


DRAFTSMAN’S SERVICES OFFERED 


The home prospect has the ad- 
vantage of a draftsman on the 
premises for preliminary sketches 
and plans and specifications for 
work under $15,000. For work ex- 
ceeding this figure, prospects are 
taken to competent local architects. 
After plans and specifications are 
completed, bids are secured from 
reliable contractors. The contract 
between the owner and the success- 
ful bidder is subject to the ar- 


38 


Business is better for Master Merchants 
Spurrier and Heinz, Charlotte, N. C. Here's 
their formula for keeping it that way: com. 
plete consumer service (30% is “packaged” 
business); bigger advertising appropriation; 
effective, continuous employe training; an 
attractive, modern merchandising establish. 


ment 


JOHN F. HEINZ, president (left), and W. M. Spurrier, execu. 
tive vice-president, H. & S. Lumber Co.. Charlotte, N. C. 


PROMOTIONAL MEETING in the company’s office is attended by 82 contractors. 
their foremen, state FHA officials, mortgage bankers and architects. The speaker rep- 
resents a nationally-famous millwork concern. 


rangement of satisfactory perma- 
nent financing. Afterward, the 
company acts as the go-between 
with the contractor until the job is 
completed. 

H. & S. charges one percent of 
the total cost of the house for plans 
and specifications. If the customer 
decides to build, half the fee is re- 
turned. 

“This complete service has 
proved very helpful to both the 
owner and contractor and has 
greatly increased our volume of 
sales and community  effective- 
ness,” declares Mr. Spurrier. 
About 30 percent of H. & S. gross 


sales are now in this package serv- 
ice bracket. 

Immediately after the war when 
scarcity of materials had pushed 
service into the background, H. & 
S. handled the financing details and 
supervised the erection of the first 
30 GI homes in Charlotte. 

“This project,” recalled Mr. 
Spurrier, “not only helped get our 
contractor friends ‘back in the 
saddle,’ but developed considerable 
good will for our company.” 


GREAT, NEW STORE OPENED 


The company’s new store is one 
of the most modern merchandising 
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establishments in the south. Here 
are some of the construction fea- 
tures: radiant heat; recessed and 
surfaced fluorescent lighting; pro- 
visions for air conditioning; flat 
roof with four-foot overhang; flush 
siding of natural finish cypress be- 
tween wide white brick columns. 
Awning-type horizontal windows 
give the building the appearance of 
a modern ranch-type house. 

The building has a_  250-foot 
frontage on a heavily traveled 
highway. The entire front of the 
building is plate glass. The inside 
of exterior walls is brick painted 
white with hardwood wall panels 
above and below the many win- 
dows; all interior partitions except 
private offices are also finished in 
hardwood wall panels. Ceilings are 
covered with acoustical tile. Pri- 
vate offices are finished in special 
woods which also form attractive 
displays. 

The sales area covers some 5,000 


square feet. New displays and spe- 
cialty building items are being 
added to make the most of the new 
store. H. & S. recently took on a line 
of paint and builders’ hardware and 
these new items are intended to 
round qut the store’s service in 
new construction, modernization 
and repair. 

To meet the challenge of com- 
petitive selling -in the Charlotte 
area, the firm has added two ad- 
ditional salesmen and the entire 
staff is being conditioned and 
trained for more aggressive sell- 
ing. One man has been sent to the 
30-day school at North Carolina 
State College and three men will 
receive a week’s training with one 
of the country’s largest woodwork 
manufacturers early next year. In 
1941 all employes completed the 
course in Tested Selling Methods 
offered by NRLDA. This course 
will be used this winter as a guide 
in bi-monthly employe meetings 


DISPLAY AREA includes an attractive model kitchen and paint department. 


ae 


<< 
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COVER: Plate-glass front opens two- 
story high showroom to héavy street 
traffic. 





How H. & S. Keep Sales Up 


Under an intensive advertising and 
sales promotion program, H. & S. 
sales have picked up 12%, over last 
year. Profit margins, of course, are 
lower than a year ago. The firm's 
advertising appropriation is being in- 
creased to |!/,% of sales. A strong 
employe training program has also 
been mapped. 

The firm's credit department is 
proud of its low percentage of bad 
accounts. Total loss from bad ac- 
counts since the company entered 
business in 1939 is slightly over one 
quarter of 1%. 





with new employes competing for 
certificates. 


STRONG ADVERTISING PROGRAM 

Advertising is being stepped up 
along with employe training. The 
appropriation for next year will be 
144% of sales compared with .87 
of 1% for the past year. The com- 
pany has two radio programs, one 
a national network show primarily 
for women customers. Spot com- 
mercials feature color harmony, in- 
terior decoration and kitchen ar- 
rangement. 

Approximately 800 farms with 
valuations of $5,000 or more are on 
the firm’s direct mail list and a 
farm calendar is mailed to each one 
during December. About 700 cal- 
endars are mailed or distributed 
direct to other customers and pros- 
pects. 


The firm sponsored a 400-square- 
foot display at the local home show 
last year. A good display and a 
well-trained staff on duty at all 
times paid dividends for H. & S. in 
sales and fresh contacts. 


Institutional newspaper adver- 
tising was featured during the 
war. Now the emphasis is on spe- 
cific commodity promotion. The 
firm’s public relations program in- 
cludes three letters which have 
brought favorable comment: one, a 
letter of welcome, inviting each 
new resident of Charlotte to visit 
the H. & S. office and store; second, 
a letter to families moving from 
one house to another, offering help 
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in making any necessary improve- 
ments in the new home; third, a 
letter of appreciation at the start 
of each year to customers of excel- 
lent credit rating. 

The “‘H” in the firm’s title is for 
Mr. Heinz, president, a former line 
yard manager and lumber special- 
ist. The “S” is for Mr. Spurrier, a 
former office engineer, who is vice- 
president and treasurer and who 
handles sales promotion, advertis- 
ing and the financial end of the 
business. Ten years ago both men 
were employed in the retail divi- 
sion of the Wearn Lumber Co., 


COCUCCCCRRRCRRRGRECERCOCECRERREOEEORRRECRERCORRGEECGEESGSEGSRRRERRReEeeeteeee 


Successful Application 
Department 


One of the first “package plan" 
features organized by H. & S. Lum- 
ber Co. was the roofing and siding 
application department. This nine- 
year-old department includes a crew 
of 10 men—a manager, three sales- 
men and six applicators. 

"Sales in our application depart- 
ment are far ahead of last year, a 
banner year,’ says Mr. Spurrier. 
"This department is one of our best 
profit makers.” 

The roofing and siding department 
handles both new construction and 
re-roofing jobs. Proper application, 
Mr. Spurrier finds, is the big factor 
in satisfying the customer. The nor- 
mal inventory in this department is 
four carloads representing |7 colors 
and blends. Re-roofing and siding 
sales are departmentalized. 


Charlotte. When this firm de- 
cided to confine its activities to 
special millwork, Messrs. Heinz 
and Spurrier purchased the retail 
division. In 1941 the firm pur- 
chased the Rocky River Lumber 
Co., 28 miles from Charlotte, where 
the planing mill finishes rough 
lumber to provide a steady supply 
of framing, sheathing and siding. 
The 20 mill employes are under the 
direction of Mr. Heinz. The pur- 
chase of this mill led to a contract 





ON THEIR WAY FROM H&S 
LUMBER TO HAPPINESS! 


We do more than just sell lumber and building sup- 
plies. Our services to prospective home builders in- 
clude a library of plans and plan books, advice on lot 
selection, guidance on financing, estimating and rec- 
ommendation of contractors. 


Advice, estimates, plans are yours for repair and re- 
modeling problems, too. See us this week. No obliga- 
tion. 





OPEN SATURDAYS, 8 to 12 





LUMBER COMPANY 


520 DOWD Rp. PHONE 2-5191 











HOME PROSPECTS can’t help but no- 
tice the firm’s newspaper display adver- 
tising. 


S. H. SHROPSHIRE, manager of the 


“packaged” home planning service. 


for 210 prefabricated houses with 
the Maritime Commission. 

Thirty-five employes are on the 
H. & S. payroll in Charlotte. S. B. 
Muse, a veteran of 20 years’ ex- 
perience in the building business, 
is vice-president and special mill- 
work estimator; J. M. Brown, who 
is in charge of accounting and 
credit, is secretary. Both these 
men have been with the company 
since it was founded. Tilden C. 
Walsh is sales manager of special 
and stock millwork. 

Both Master Merchants are ac- 
tive in the civic and business life 
of the community. Mr. Heinz has 
served as president of the local 
lumber dealers group. Mr. Spurrier 
is a director of the Carolina Lum- 
ber and Building’ Supply Associa- 
tion, past president of the Char- 
lotte Home Builders Association 
and active in a variety of civic ac- 
tivities. 


ASPHALT ROOFING DISPLAY is used to promote business 


for the roofing and siding application department. 


Gravity 


conveyor from car to warehouse reduces handling costs. 
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| Pertinent Facts oa FARM 


HOUSING ACT 


Eligibility requirements, loan making pro- 
cedure, types of buildings and repairs per- 
mitted, structural requirements 


HE Farmers Home Administration is in the proc- 

ess of putting the Housing Act of 1949 (Public 
Law No. 171) into operation. This is the law that is 
aimed at providing better farm housing. Although it 
Was originally expected the act would affect primarily 
marginal farm areas, it now appears that interpreta- 
tion will be lenient enough to make the act applicable 
in all areas. Need will be established relative to local 
conditions. This means rural dealers everywhere 
should acquaint themselves with the operation of the 
act. 

In general, the local county FHA board of three 
members and the local administrator will pass on 
loans. Dealers will profit by getting well acquainted 
with these officials, so that they can keep abreast of 
local interpretations and requirements. 

Construction requirements generally will be in line 
with local practice and law, with local farm housing 
officials given considerable leeway. Basically the re- 
quirements call for making the dwelling safe and sani- 
tary in order to remove health hazards. 

The act also provides that loans can be made for 
out buildings if such buildings are needed to increase 
OWner’s income to the point where he can repay the 
house loan. There has as yet been no indication how 
leniently this provision will be interpreted. 

The following information was compiled by the 
Wes‘ ern Retail Lumbermens Association. 


Not: FHA in this article stands for Farm Home Administra- 
tion. which has no connection with Federal Housing Authority 


(also. called FHA). 


_—. 


Note Information is not complete but shows type of applicant 
acce; ible under the act. 
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TYPES OF ASSISTANCE 


Under the Act, the FHA will extend three types of 
farm housing assistance to applicants qualified under 
FHA instruction 411.11. We are attaching a copy of 
this section because it names both the general require- 
ments as well as certain special requirements that 
applicants will have to meet in order to qualify for 
any farm housing assistance. 

All applicants for farm housing assistance will be 
received in the county office. Such assistance will 
depend upon: 


1. Availability of funds. 


2. Recommendations of the County Committee re- 
garding the applicant and his farm, 


3. Approval by appropriate officials of the’ Farmers 
Home Administration. 


The County Supervisor will be responsible for in- 
forming the public relative to the services available 
under the farm housing program in his territory. 
However, these County Supervisors have been in- 
structed that they are not to solicit applications under 
any circumstances. 

The three types of assistance referred to above 
will be: 

1. Section 502 Loans: (Loans for Housing and 

Buildings on Adequate Farms). 


These may be made to an applicant who has 
the ability to repay the loan in full within the 
prescribed period with income from the farm 
and other sources, provided that minimum stand- 
ards for building construction and repair can be 
met. A Section 502 loan may be made to enable 
a borrower to: 

a. construct, improve, alter, repair or replace 

a dwelling or dwellings on his farm, in- 
cluding—in connection with repair, altera- 
tion, or new construction—the purchase 
and installation of facilities for heating, 
cooking, lighting and refrigeration. 
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b. construct, improve, alter, repair or replace 
other farm buildings essential to the opera- 
tion of his farm. 

c. provide necessary water installations for 
dwelling and farm buildings. 

d. pay fees and expenses incident to the mak- 
ing and closing of the loan which are re- 
quired to be paid by the borrower and 
which he cannot pay from other funds. 

No dollar limits specified in the Act under this 
Section. 


Section 503 Loans: (Loans for Housing and 
Buildings on Potentially Adequate Farms). 
This type may be made to an applicant who, 
because of inadequate income from the farm and 
other sources, cannot reasonably be expected to 
meet in full annual payments during the first 
five years, can reasonably be expected to meet at 
least 50% of the annual installment of principal 
during those years, and whose income can be 
expected to increase, within not more than 5 
years as a result of improvement or enlargement 
of the farm or adjustment of the farm premises, 
production or methods, sufficient to make remain- 
ing annual payments completely within the re- 
maining period of the loan. All Section 503 loans 
will be amortized over a 33 year period. A Sec- 
tion 503 loan may be made to enable a borrower 
to: 
a. construct, improve, alter, repair or replace 
a dwelling or dwellings on his farm, in- 
cluding—in connection with repair, altera- 
tion, or new construction—the purchase 
and installation of facilities for heating, 
cooking, lighting and refrigeration. 
construct, improve, alter, repair or replace 
other farm buildings essential to the opera- 
tion of his farm. 
provide necessary water installations for 
dwelling and farm building. 
pay fees and expenses incident to the mak- 
ing and closing of the loan which are re- 
quired to be paid by the borrower and 
which he cannot pay from other funds. 

. Where necessary, purchase additional land 
to enlarge his farm or to provide for land 
development in order to furnish income 
sufficient to support decent, safe, and sani- 
tary housing and other farm buildings 
and to encourage adequate family size 
farms. 

No dollar limits specified in the Act under this 
Section. 


Section 504 Loans and Grants: (For minor im- 
provements to farm housing and buildings). 
This type of assistance may be made only to 
an applicant who is an owner-occupant and who 
cannot qualify under FHA instruction 411.11 for 
a Section 502 or 503 loan. Such assistance will 
be extended only when: (1) minor repairs and 
improvements must be made to the farm dwell- 
ing he occupies in order to make such dwelling 
safe and sanitary and remove hazards to the 
health of the applicant, his family or the com- 
munity, or (2) minor repairs must be made to 
essential farm buildings in order to remove haz- 
ards and make such buildings safe. Such as- 
sistance may be extended to cover the cost of 
minor improvements or additions such as repair- 
ing roofs, providing toilet facilities, providing a 


convenient and sanitary water supply, supplying 
screens, repairing or providing structural sup- 
ports or making other similar repairs or im- 
provements. 

Section 504 covers both loans and grants. 
Loans without grants shall not be extended in 
excess of $1,000.00 to any one individual. In a 
combination loan and grant, the loan may not 
exceed $1,000.00 and the grant portion of such 
assistance shall not exceed $500.00. Section 504 
grants, without loans, may be made to an appli- 
cant to cover the cost of such minor improve- 
ments or additions mentioned above provided 
that the applicant does not have the ability to 
repay any farm housing loan. No Section 504 
grant be extended to any one individual in excess 
of $500.00. 


GENERAL REGULATIONS 


A. Pursuant to the Housing Act of 1949, the Farm- 
ers Home Administration may, under certain condi- 
tions, make loans to owners of farms in the United 
States, its territories, and possessions to enable them 
to construct, improve, alter, repair, or replace dwell- 
ings and other farm buildings on their farms. Such 
loans will be made to provide owners of farms, their 
tenants, lessees, sharecroppers, and laborers with de- 
cent, safe, and sanitary living conditions and adequate 
farm buildings. Under certain conditions, loans may 
be made which provide that any deficiency in income 
during the first 5 years may be compensated for by 
limited credits on the note. Loans may also be made 
for the purpose of enlarging and improving farms, 
where necessary, to provide additional income sufficient 
to support decent, safe, and sanitary housing and other 
buildings and to encourage adequate family-size farms. 

1. Subject to conditions varying by states, purchase 

contract holders may qualify as owners of farms 
for the purposes of the Farm Housing program. 
The State Director, with the advice of the repre- 
sentati-e of the Office of the Solicitor, will issue 
a State instruction prescribing the conditions un- 
der which purchase contract holders may qualify 
for Farm Housing loans. 

2. Homestead entrymen prior to a patent on their 

farms will not qualify for Farm Housing loans. 

B. Assistance may be extended in the form of a loan, 
a grant, or a combination loan and grant to an owner- 
occupant of a farm when (1) minor repairs or in- 
provements must be made to the farm dwelling he 
occupies in order to make such dwelling safe and sani- 
tary and remove hazards to the health of the occu- 
pant, his family, or the community, or (2) minor 
repairs must be made to essential farm buildings in 
order to remove hazards and make such buildings safe; 
and (3) he cannot qualify for a Section 502 loan or a 
Section 503 loan (see FHA Instruction 401.13). Sueh 
assistance shall be limited to $1000 to any individual 
and shall be extended only to cover (1) the cost of 
minor improvements or additions such as repairing 
roofs, providing toilet facilities, providing a conveni- 
ent and sanitary water supply, supplying screens, re- 
pairing or providing structural supports, or making 
other similar repairs or improvements; or (2) the cost 
of land development or enlargement in cases in which 
and to the extent that such land development or el- 
largement decreases or eliminates the necessity which 
would otherwise exist for grant assistance. The grant 
portion of such financial assistance, whether or not 
combined with a loan, shall be limited to $500 to any 
individual. 
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OLIVER FISCHER, presi- 
dent of Dohn-Fischer, is well 
known among lumbermen 
everywhere. Past president 
of the Northeastern Retail 
Lumbermen’s Assn., he pres- 
ently is a member of the 
board of directors. 
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EHIND THE DESK of Oliver J. Veling, president 

of the Dohn-Fischer Company, Inc., Buffalo, 
N. Y., is a sign. It reads “All things are difficult 
before they are easy.” And throughout the entire 
yard with all of its many facilities for handling 
lumber and building materials the same workmanlike, 
efficient atmosphere prevails. As a service organiza- 
tion, the company typifies the sincere, efficient retail 
supplier that has made this industry great, and which 
is the heritage of thousands of retail lumbermen 
throughout the country. 

Dohn-Fischer Company is a landmark in Buffalo. 
Founded in 1840 by John Fischer, the company was 
situated for 35 years on a site that is now in the 
heart of the business district. In 1875 the yard was 
moved to its present location, became the Dohn- 
Fischer Co., and once again experienced the growth 
of a city around it. 

Up to the present time, the company has not installed 
an intensive consumer merchandising program, al- 
though it does operate a kitchen remodeling depart- 
ment as a separate branch of the business. It also 
provides a planning and estimating service for home 
owners to help select materials, and secure competent 
workmen to do the work. A financing service is also 
provided to arrange for term payment loans. 

Geared particularly to service contractor customers, 
the company operates a large; completely equipped 
shop. Special millwork of all types is fabricated to 
order, and includes everything from special church 
Windows to cabinet work. The company also has a 
60,000 bfm capacity kiln to dry its lumber, particu- 
larly that which is used in the shop. 

According to Mr. Veling, there is an increasing 
trend toward cash pick-up business in his trading 
area. Saturday is the best day of the week for this 
traffic, and customers come from all over the city to 
pick up a wide range of materials that they carry off 
in and on their own cars. Obviously more and more 
home owners are planning and doing their own main- 
tenance and repair work on their property, in large 
measure due to the fact that a high percentage of 
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QUALITY--SERVICE 


An Effective Operating Formula 


Dohn-Fischer Company, Buffalo, N. Y. has 
110 years experience to prove that customer 
service and quality products are good suc- 
cess insurance 


them have a full two-day week end in which to do it. 

Nor is helpful service confined only to the company 
itself. For many years Mr. Veling has been active 
in industry affairs. A member of the board of di- 
rectors of the Northeastern Retail Lumbermen’s Asso- 
ciation, he served as its president in 1937. 





THE KITCHEN remodeling department is operated as a sep- 
arate department of the business; includes an attractive display 
room. 


MRE SEY 
"98 tue) 
Tt 


see ae — .% 

THE SHOP is equipped to fabricate all types of special mill 
and cabinet work. Company dry kiln, below, can accommodate 
60,000 bfm of lumber at a time. 
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opens new vistas in financing home 
repairs. (See American Lumber- 
man for November 5 and Novem- 
ber 19 for complete explanation. 

Phil Creden, of Hines Lumber 
company, made an able presenta- 
tion of the public relations pro- 
gram. 

The entire panel of officers was 
re-elected, including C. B. Sweet of 
Long-Bell Lumber company, Long- 
view, Wash., president; W. Albie 
Barksdale, Charlottesville, Va., 
treasurer; Clyde A. Fulton of Col- 
burn-Fulton Lumber company, 
Charlotte, Mich., vice-president; 
and H. R. (Cotton) Northup, Wash- 
ington, D. C., executive vice-presi- 
dent. 


News of National Interest from Organized Dealer Groups 





AT SAN FRANCISCO 


KEY SPEAKERS AT THE NRLDA MEETING 


Hon. Harry P. Cain, Sen- Phil Creden, Edward Arthur S. Goldman, Di- 


ator * from Washington, 
speaking on “The World 
in Which We Live” at 
National Retail Lumber 
Dealers Assn. annual 
meeting held at San Fran- 
cisco, Nov. 9-11. 


Hines Lumber Co., Chi- 
cago, Ill, Chairman 
Committee on Public Re- 
lations, reports on objec- 
tives and recommenda- 
tions of the committee. 


rector of Marketing and 
Research, Architectural 
Forum, speaking on “The 
‘Open-End’ Mortgage” at 
annual meeting of Na- 
tional Retail Lumber 
Dealers Assn. 


tail Lumber Dealers’ Association. 
The emphasis was divided be- 
tween national and specific busi- 
ness problems. 
One of the key presentations was 
the “Open-End” mortgage, which 


National re-elects officers; 

gears self to meet problems 
Approximately 700 members and 
delegates met in San Francisco No- 
vember 7-11, 1949 to conduct the 
annual meeting of the National Re- 


sn 


C. B. Sweet, re-elected NRLDA president 
for 1950. 





Se 1949 National Public Relations Award Winners, Na- 

tional Retail Lumber Dealers Assn. Standing, left to 
right: Wilfred E. Gits, Lumber Service Bureau, St. Paul, Minn.. 
with bronze shield; Paul Collier, Secretary, Northeastern Retail 
Lumbermens Assn., who accepted bronze shield and bronze 
statuette for A. W. Burritt Co., Bridgeport, Conn.; Bill Scharpf, 
Scharpf Bros., Albany, Oregon, with shield. Seated, left to 
right: J. M. Williams of Beaver Dam Manufacturing and Sup- 
ply Company, Beaver Dam, Kentucky, with shield; Norman P. 
Mason, of William P. Proctor Company, North Chelmsford, 
Mass., with shield and bronze statuette; Joseph Grossman, of 
L. Grossman Sons, Inc., Quincy, Mass., with shield and statu- 
ette. The bronze statuettes were awarded to dealers whose 1949 
Public Relations programs were judged to have the highest de- 
gree of appeal to women. 


Left to right: H. R. (Cotton) Northup, Executive Vice at 
President, National Retail Lumber Dealers Assn.; 

Senator Kenneth S. Wherry (R., Nebraska) ; C. B. Sweet, Long- 
Bell Lumber Co., President, N.R.L.D.A. 
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WOOD is emphasized in the construction of both the interior 
and exterior of the new Johnson Cash-Way Lumber Co., Hast- 
ings, Nebr. Exterior is in natural-finish redwood, red cedar and 
fir. | ae curly birch and figured gum are used on the 
inside. 
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Lumber Given a Big Play 
Ia New Nebraska Store 





Exterior and interior of new building features 
the industry’s No. 1 product; its attractive use 
has already sold several jobs 






66 A COMPLETE ONE-STOP Building Service Cen- 
ter” is the merchandising slogan of the newly- 

remodeled Johnson Cash-Way Lumber Company in 

Hastings, Nebr., a city of 22,500 population. 

“We sell anything for building or remodeling— 
from the cement in the foundation to the ridge roll 
on top,” says Harold R. Johnson co-partner of the 
company. 
REMODELS REGULARLY 

Regular, five-year remodelings — doubling the mer- 
chandising area each time—has been a profitable 
policy for the company since it began in 1931. The 
two Omaha yards, managed by Mr. Johnson’s. brother, 










resident 




























HAROLD R. JOHNSON, right, at his desk in his private office 


















— L. W. Johnson, and the Grand Island yard will be 
remodeled soon. which is paneled in figured gum. Use of this office paneling has | 

, Na- already figured in six home jobs and the slab door has sold 
eft to itself many times. 
Ainn.. 
Retail 
ronze A lumber yard too often is nothing but an office 
“_ and a shed, says Mr. Johnson, who feels it should 
ean merchandise its products the same as main-street 
an P. businessmen. 
sford, Lumber is emphasized in the new building—natural- 
ae of finish redwood, red cedar and fir on the outside; 
here knotty pine, curly birch, and figured gum on the 
est de- inside. 

Sixty feet of sloping picture windows, a 26-foot 








pylon, and an upward-sloping roof combine with the 
modern interior to make the building attractive, in- 
terest-provoking, and sales-promoting. 


NOVEL DISPLAYS 
The departmentalized salesroom features novel dis- 
plays. And all are portable and regularly changed. 
‘ *.. The company designed displays for posts, brick, 
= ~ hardware, glass, doors, wallpaper, tools. 










o + 
a 


WALLP: ply: ; Most interesting are a 12-roll screening display, 22 
from —eee Co, Ey SER. ee kinds of molding installed vertically around a support 
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PICTUREAVEINDOW displays are built into the sales counter. 
Many.of. the 2,000 products which the company sells have been 
built into the structure. Ken Baker, assistant manager, phones 
from the company’s outer office, which is in curly birch. 


pillar and 11 kinds of siding in 10 x 2'4-foot panels 
on the walls. 

But the building itself is the best display, for the 
company has built into it as many of its 2,000 prod- 
ucts as possible—sliding doors, slab doors, locks, 
woods, several patterns of asphalt tile, an outside wall 
of asbestos siding with various kinds of metal mold- 
ing weathered and ready for inspection in a corner 
near a side entrance, two 75 x 56-inch double-glazed 
picture windows with attractive drapes; an oak-floor- 
ing sales counter with picture-window display cases, 
and a complete kitchen together with several kinds 
of tile and metal moldings. 

The company held a two-day open-house, sending 


ae Bee 


PAINT DEPARTMENT, right, extends to the wall. Screening 
and insulated siding are combined in an interesting display 
(left center). The store features portable displays which are 
designed on the premises and changed frequently. 


1,000 invitations to customers, local businessmen and 
suppliers and manufacturers all over the country. 


“We had to enlarge,” Johnson says. “Our five 
counter men formerly used a seven-foot counter, and 
now the 20-foot one is often too short.” 


Regular remodeling has paid, he says, because it 
startles the old customers and intrigues the new. And 
the new building seems to be intriguing the passerby 
to stop and look, both inside and out. 


The complete remodeling job cost $15,000. 


The company operates its own lumber mill near 
Cheshire, Ore., retailing most of the output through 
the four yards. 











White River has vast timber- 
lands—to continuously supply 
quality sawlogs like the one 
shown at right. 


White River is a forward-look- 
ing organization in forest man- 
agement policies. It is known 
for careful manufacture, sea- 
soning and grading. 


You can depend on White 
River for fine Douglas Fir and 
West Coast Hemlock lumber 
today and for your needs in 
the future. 


.... Since 1896.... 








Quality Logs Mean Quality Lumber at White River 


WHITE RIVER LUMBER, Enumclaw, Wash. 


Branch of Weyerhaeuser Timber Company 
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FETTIER known . . . nationally advertised 

... proved by years of successful use... 
the Heatilator Fireplace Unit finds ready de- 
mand in every dealer’s territory. It is easier to 
sell because every home and camp builder is a 
prospect .. . because more people know about 
it...and more people actually believe in it 
when they walk into your salesroom. 


The Heatilator Unit not only makes your 
selling job easier, it is one of the finest leads 
to new home and camp business that you can 
have. And every Heatilator Unit sale gives 
you another satisfied customer, added good 
will and the reputation of handling proved, 
dependable merchandise. 





> CORRE RRR armies cite 





Pg Accept no substitute. Look for 
<Heatitator the Heatilator name on the dome. 
Fireplace 





Write now for latest dealer information. 
HEATILATOR, INC. 
_ 3111 E. Brighton Ave., Syracuse, N. Y. 
‘i1EATILATOR is the registered trade mark of Heatilator, Inc. 





T.M REG. U 8. PAT. OFF 
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EVERY SALES CLAIM PROVED — 


by satisfied users all over The United States 
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SCIENTIFICALLY DESIGNED 
NO COMPLICATED BAFFLES 


Once it was thought that the heating efficiency 
of the Heatilator Fireplace could be increased by 
installing baffles or fins in the heating chamber. 
These were supposed to guide the circulating air 
and add to the effective heating surface. Scientific 
test, however, proved that these fins only hindered 
the flow of air and complicated construction— 
without any increase in efficiency that would 
warrant a “premium” price for the unit. 

















mi) HEATILATOR FIREPLACE 
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Building Materials by Mail? 


AN ANALYSIS of the latest 
catalog issued by Sears, Roebuck 
and Company reevals some facts of 
interest to retail lumber and build- 
ing products dealers. Those who 
consider that the leading mail or- 
der houses in the country are de- 
voted primarily to the sale of 
clothing, furniture, and _ similar 
products, will be amazed at the 
following: Of 1,340 pages of prod- 
uct advertising in this catalog, 
19334, or 14.4% are devoted to 
products sold by both urban and 
rural building products dealers. 

No. of 
Product 
Wire Fence 
Nails 
(Farm) Portable Power Saw 1 
Woodworking Power Tools & 

Accessories 
Paint Sprayers 
Hand tools (wood) 

Woodworking Tools 

(Commercial) 

Builders Cabinet Hardware. 

Screws & Bolts............ 

Garage Doors 

House electric wiring 
supplies 


Electric fixtures 
Kitchen Sinks, cabinets, 

Laundry tubs, Kitchen 

ventilators, garbage dis- 

posal 
Bathroom fixtures 
Bathroom cabinets ........ 
Wall tile (metal) 

“« (plastic) 
(tileboard) 
Rubber tile (floor) 

Asphalt “ as 
Asphalt roofing 
Building paper 
Cutters & Downspouts..... 
pe 
Siding—cedar 

aluminum 

asphalt 
Fence charger 
Barn Ventilating Systems. . 
Barn Equipment 
Brooder Houses 
Grain Bins (metal) 
Chain—bolts—hooks 
Power Lawn Mower 
ie ‘ 
Electric Bulbs 
Home heating systems & 

equipment (Central) 

Water Softener 


“é “é 


Soil pipe, plumbing fittings 
& Fixtures 
Water heaters 
Floor cleaners 
Appliances (electric) 
stoves 
washers 
refrigerators 
Space heaters 
Door chimes 
Fireplace Equipment 
Linoleum & metal trim 
Mirrors 
Venetian blinds 
Millwork 
corner cabinets 
doors 
Built in 
Decorative wallboard 
Fireplace unit 
Insulation 
Joist jacks 
Ventilating louvres 
Metal windows, 
screens, 
storm sash 
Ornamental irons 
Cement block moulds 
Prefab garages & homes... 
Aluminum roofing & siding. 2 
Caulking & weatherstrip... 
Paint 
Ladders 
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Aerial view of busy Thompson Falls Lumber Co. at Thompson Falls, Montana 


woOoDS 


IDAHO WHITE PINE 
PONDEROSA PINE 


ENGELMANN SPRUCE 


INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

%& FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 


449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


SPOKANE, WASHINGTON 


PACK RIVER SALES COMPANY 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 
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RICHARDS 
WILCOX 


Reg. U. S. Pat. Off. 


OVER 69 YEARS 
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For garage doors that give trouble-free service 
... specify RICHARDS-WILCOX 999 Garage Door Hardware 


For many years, leading architects and builders have 
agreed that Richards-Wilcox Door Hardwareis the world’s 
finest. Now, with the new line of R-W 999 Garage Door 
Hardware, out-dated, troublesome swinging garage doors 
can be converted quickly and easily into the modern, 
overhead type. 

Overhead garage doors hung with R-W 999 Hardware 
are weathertight, the easiest to operate, and they “‘stay 
put.”> And R-W 999 Hardware comes complete—in one 
convenient kit—with everything needed for installation 
and operation. 

For further information, simply call or write the near- 
est Richards-Wilcox office. Ask for free folder with com- 
plete facts about R-W 999 Hardware—your surest cure 
for garage door grief. 


Richards-Wilcox Mfg. Co. 


ore ee a ee es ee eee Ga ey ee ee ee ae 
AURORA, ILLINOIS, U.S.A. 

Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C 

Indianapolis St. Louis New Orleans Des Moines Minneapolis 


San Francisco Denver Seattle Detroit Atlanta 


Kansas City 


Los Angeles Pittsburgh 

















ELECTRONIC END-GLUER 


Developed by Carr, Adams & Collier Company 


A NOTEWORTHY contribution to the wood fabri- 
cation industry has recently been announced by Carr, 
Adams & Collier Co., Dubuque, Iowa, with the per- 
fection of a radio frequency electronic end-gluing 
process. 


Neither electronic gluing nor end splicing of lumber 
is new to the industry, but until now no method of 


DESIGNED and 
perfected by com- 
pany engineers, the 
first electronic end- 
gluer to be used in 
the woodworking 
industry is shown 
here at left below. 


THE PROCESS 
permits the use of 
short lengths of se- 
lect lumber, and 
welds them to- 
gether with a joint 
that is actually 
stronger than the 
rest of the piece. 


end-gluing by the electronic process has been devel- 
oped. 

Using Melamine-resin glues, the new process accom- 
plishes two important results. It permits the use of 
select short pieces, and it welds them together so 
securely that the joint is actually stronger than the 
rest of the piece. 

With the use of Melamine-resin glues, the joints 
are practically colorless, and are entirely concealed 
when painted. 
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Model 35 Skid-Loader with lumber rack on Allis-Chalmers HD-5F Tractor. 


Use An Allis-Chalmers Diesel Crawler Tractor 


and Drott Skid-Loader, Equipped With Lumber Rack 


Model 60 Skid-Loader 


with log-loading rack ¢ 
on Allis-Chalmers 
HD-7W Tractor. 


ALLIS-CHALMERS 


RACTOR DIVISION — MILWAUKEE 1, U.S.A. 


Here, for the first time, is a lumber 
handling rack on tracks...an outfit that 
will quickly transport lumber in pack- 
ages over any kind of going... thus 
eliminates most hand operations. 
Lumber is “stuck” or cross-piled as 
it comes off the saws... then picked up 
by this outfit in package form and skid- 
ded to dry kilns...or anywhere for dry- 
ing. Also brings it back to mill in pack- 


age form for planing. Places load on 
low carts or stacks it up to 11 ft. high. 

This Skid-Loader, and its inter- 
changeable attachments*, combined 
with the outstanding performance fea- 
tures of Allis-Chalmers 2-cycle Diesel 
Tractors, mean lower costs on all kinds 
of lumber and log handling jobs. 

It will pay you to get all the facts 
from your Allis-Chalmers dealer NOW! 


*A MULTI-PURPOSE MACHINE Lumber 
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Rack is interchangeable with stump rack, pulp- 
wood rack, log-loading rack and pole rack. Also 
available: combination rack for handling both 
lumber and pulpwood. 
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There is nothing arbi- 
about the stand- 
ard 1%” thickness of 
Paine Rezo doors. Over 
a on the years, all over the 
world, , patented Rezo door construction has 
proved to be most stable, most free from dimensional change 
at 1°". That’s why Paine specifically recommends this thick- 
ness — because it’s right. 
Why offer your trade a door about which there may be 
a doubt when you can provide a superior door that’s GUAR- 
ANTEED . . . for every Rezo door carries an unconditional 
warranty of satisfactory service by the world’s largest exclu- 
sive producer of air-cell flush doors. These time-tried and 
time-proved doors are now available to all responsible deal- 
ers. Order now from the Paine Rezo distributor in your area. 
If you are not aware of his name and address, please write 


Manufactured by the 


PAE LUMBER CO..U0p cc 
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One Story 
With 


Basement 
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e@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 


Old homes, new homes, summer cabins, brooder houses, 
motels, tourist cabins, resorts — there’s a vast ready 
market right in your own community. 


@ SAFEST CHIMNEY EVER BUILT 


Underwriters’ Laboratories approve the Van-Packer 
Chimney in place of brick for gas, oil, coal or wocd 
in any type home ... one or two story. Ideal for pot 
type oil burners. Meets FHA requirements. 


@ NATIONALLY ADVERTISED IN LEADING MAGAZINES 
Thousands of inquiries from our ads in Better Homes, 
Saturday Evening Post, Farm Journal, Country Gentle- 
man, American Home, etc., are referred direct to dealers. 


Complete selling literature, newspaper mats furnished 
free. 


@ COSTS 20% to 40% LESS THAN BRICK 
Easily installed, summer or winter by anyone in 3 to 4 
hours. Lightweight, needs no foundation. Suspends 


from ceiling or floor joists. A more efficient chimney 
with better draft. 


e@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 
Easy to handle, minimum stock enables you to supply 
any 1 or 2 story house with any roof pitch. Furnished 
complete, all parts for entire installation. 


e@ LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer Chimneys or write 
direct. Make big profits as the Van-Packer dealer in 
your territory. 


VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3, Ill. 
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Selling — 
MILLWORK 
Effectively 


BY FRANK T. PHILLIPS 


Vice-president, Thompson Lumber Co. 
Minneapolis, Minn. 


FRANK T. PHILLIPS 


R. SALESMAN, here are a few 
check points: 
Do you analyze your custom- 
ers’ needs in every sale rather 
than simply request a plan or 
list and quote a price? 
Do you make every sales in- 
terview a constructive piece 
of selling, or is it just a proc- 
ess of get the order at any 
price? 
Do you take full advantage of 
every sales expanding oppor- 
tunity with each and every 
customer ? 


The essential importance of un- 
derstanding clearly and definitely 
what your customers want cannot 
be overlooked. It should be the 
foundation of all selling, and until 
the salesman has an answer to 
these questions clearly and defi- 
nitely in his mind there is little 
probability of his being able to sell 
millwork, or any other building ma- 
terials, on a most profitable and 
satisfactory basis. 


It is not difficult to ascertain the 
big motives that dominate the mind 
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MILLWORK SALES should lead to other sales of building 


materials. 


of the average home builder. Sup- 
pose you were about to build a 
home for yourself, wouldn’t your 
desires be about like this: beauty, 
convenience, durability, and econ- 
omy. 

Other points to consider: 

1. When millwork is only a part 
of the sale, are you putting forth 
every effort at your command? Are 
you making use of every oppor- 
tunity to sell other goods stocked 
by your firm, and which for every 
reason should be sold by you? 

2. Are you using any distinctive 
method in selling millwork? Are 
you using the same method to in- 
terest Mr. Buyer in other goods or 
are you a “single track” sales- 
man with only one talking point 
“Price?” 

Are you a factor in the success 
of your firm’s business? When you 
start out to sell a customer do you 
land him for the whole job? 


STILL MORE QUESTIONS 


Do you enter into detail suffi- 
ciently? Do you emphasize thor- 
oughly the true value of your goods, 
thereby convincing your prospect 
beyond a doubt that he is getting 
the greatest value per dollar from 
you, and so when it comes to sub- 
mitting your estimate price, it will 
sound fair and reasonable? 

Do you emphasize RESALE 
VALUE? The importance of keep- 
ing in mind the necessity of using 
high grade materials is very great. 
Sound construction and correct de- 
sign cannot be obtained by using 
poor millwork, lumber, etc. 

Is yours a line without competi- 
tion? Can you present an argu- 
ment and back it up with the goods 
that will lift the entire sale out 
of competition? 


Have you been guilty of being 
over anxious to make a sale, con- 
sequently permitting yourself to 
misrepresent your goods to the 
slightest degree? If you have com- 
mitted this fault, resolve never to 
do it again. Don’t misrepresent 
your goods. Go further than that; 
give your customer all the informa- 
tion he should have. Don’t with- 
hold anything which, after the job 
is completed, might lead your cus- 
tomer to blame you for not telling 
him, and which might work against 
you on the next job. 


It is vitally important that a mill- 
work student think and think until 
it hurts. And for his own enlight- 
ment, we are telling him that he 
will find the estimating course of- 
fered by the Millwork Cost Bureau, 
Chicago, is the best sales training 
course published today. 


Granting that our memory still 
is efficient, we believe that we will 
find ourselves pretty much in gen- 
eral agreement in the millwork 
business that we must again make 
a determined effort to positively 
eliminate that unfair competition 
bug-a-boo which before the war 
days had such a foothold among 
us; that we must eliminate the un- 
fair, the dishonest competitor, who 
today is again rapidly becoming 
our problem. 


We must make him see beyond 
any doubt that he is not only ruin- 
ing his competitor and his industry 
as a whole, but that he is gradually 
wrecking his own business. After 
all, unfair competition is nothing 
else than uninformed competition. 
The elimination of this condition 
within our industry is strictly 4 
problem of education, therefore, 
strictly a problem for our salesman 
to share. 
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a | Ue StLLS 


in a Buyers Mllarket 


Sell VALUE 


of lower grades of 
MFMA Northern Hard 
Maple Flooring, for 
School Class Rooms, 
Gymnasiums, Resi- 
dences, Public Hous- 
ing, Bakeries, Factor- 
ies, etc. 
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Sell VALUE 


of Third Grade 
MFMA Northern 
Hard Maple for Gran- 
aries and other Farm 
Buildings, Shops, 
Storage Facilities, 
Recreation Rooms, 
Dens, Bedrooms. 


hese days, when building costs have brought “buyer’s market” 
conditions into the lumber business, it’s time to bear down on 
VALUE—simple downright VALUE! The lower prices of the 
Second and Third Grades of MFMA Maple Flooring offer stand- 
out value with no sacrifice of utility to the owner seeking to cut 

sts. Write for copies of the two MFMA leaflets pictured above. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Room 384, 46 Washington Boulevard 
OSHKOSH, WISCONSIN 


FLOOR WITH aed HARD MAPLE 


Buitpinc Propucts MERCHANDISER 














Rockwell Mfg. 


and Scores of Other 
Big Operators 


Th rtrum- Glaze 
Nation-Wide Poll. 


lve have been using Arm-Glaze 
exclusively for the past two and 
one-half years... Our putty runners 
are enthusiastic over the way it 
runs, and our customers feel that 
we are putting out a consistently 
higher quality glazed window by 
the use of Arm-Glaze J 


THE ROCKWELL MFC. CO., RANDOLPH, WIS. 


Free! var 


FOR THIS AMAZING } 
USER REPORT TODAY 
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Companion Product 


Armstrong’s No. 33 
Glazing Compound mer- 
its a place in your 
packayed goods dept. 
It’s like ARM-GLAZE 
plus one more feature: 
it won’t dry out or 
harden in the con- 
tainer. Sell ‘‘33’’ for 
small glazing jobs, re- 
pairs, to home handy- 
men, etc, It’s definitely 
far ahead of any putty. 





Unlike rock-hard putty, Arm-Glaze is 
E-L-A-S-T-I-C . . . and it forms a per- 
manent bond immediately after appli- 
cation. Thus, Arm-Glaze’d sash can be 
shipped AT ONCE without danger of 
costly reconditioning. 

Send for our FREE User Report 
which reveals the ‘success stories” of 
big operators from coast to coast who 
use Arm-Glaze exclusively . . . request 
FREE sample of this remarkable com- 
pound — enough to make every test. 











COMPANY 


241 So. Post Ave. 
Detroit 


4065 So. LaSalle St. 
Chicago 


319 So. Crowdus St. 
Dallas 
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Cellar Door, Given Outdoor 
Display, Boosts Sales 600% 


IT MUST BE seen to be sold! 
That trite slogan is just as true as 
it is trite. 

Take the case of the cellar door 
displayed here by the Centerville 





ame 


OUTDOOR DISPLAY steps up sales of 
cellar door. 


(Conn.) Lumber Yard. 

Before setting up this outside 
display, the company had sold 10 
units in the past year. After set- 
ting up the outside display the com- 
pany sold 62 units. The door was 
painted a bright red and immedi- 
ately caught the eye of motorists. 


Although the outdoor display has 
been a big factor in increased sales, 
Centerville Lumber Yard has made 
effective use of manufacturers’ 
mats for advertising purposes. Ap- 
proximately 75 percent of the sales 
are to new home builders. 


SHED IDEA 


Canvas curtains protect stocks; 
make bins accessible on both sides 


MARKEL INC., building mate- 
rials dealers in New Orleans, use 
canvas curtains on the open sides 
of their sheds. Other side is pro- 





WINDOWS ARE 
ACTIVE EXHIBITS 


Six types of installations 


add up to smart merchandising 


INSTALLA- 
TION of six 
types of sample 
windows is help- 
ing the St. 
Charles Lumber 
Co., St. Charles, 
Mo., with their 
millwork sales. 
The windows 
are installed in 
the company’s 
office and show- 
room building 
which faces a 
parking lot ac- 
commodating 30 


both inside and outside. 

These identifications read: master 
no draft, Andersen casement, An- 
dersen horizontal, Curtis Silentite 
and Curtis Casement. Few custom- 
ers can fail to notice this unique 
display. 


* 
Pe noon 





Wil ge ag. a OM iy 
SATION WihOwe 








automobiles. Each 
of the windows is 
lettered for prop- 
; er identification, 
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LIVE window display arouses interest. 


MARKEL INC., New Orleans dealer. 
uses canvas curtains instead of solid } 
shed walls. It makes bins accessible from ff 


both sides. 


tected by roof over alley. If alley 
is blocked by stock waiting to be 
piled, bins are still accessible from ff 
other side. 
Markel reports canvas has been 
used for many years, is still in ex- J 
cellent shape. He says idea means 
more efficient handling. 


PEN GATE 


This gate can't sag, it will f 
always work—is easily built 


BOB LEE, progressive young 
Morrison county, Minnesota, farm- 
er, devised this fool-proof pen gate 
when he built a new dairy barn re- 
cently. | 

As the picture shows, the gate } 
slides completely out of the way 


4 
= 


A FOOL-PROOF pen gate for dairy barn. 


when open. When shut, a pil 
through the post and gate assures 
that animals cannot open the gait 
accidently. Two by fours, two by 
sixes, nails and bolts are the only 
materials needed. Lee reports com 
plete satisfaction after several 
months trial. 

(P.S. Clip this story and pin !! 
on your bulletin board. It will be 
of interest to your farm ‘custom 
ers. ) 
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PACIFIC MUTUAL 
DOOR CO. 


TACOMA BUILDING ° 








TACOMA 2, WASHINGTON 





MILLS—-OREGON, WASHINGTON, CALIFORNIA 






WAREHOUSES FIVE PRINCIPAL CITIES 
Garwood, N. J. Baltimore 31, Md. 
Chicago 8, Ill. 

St. Paul 4, Minn. 








Kansas City 3, Kansas 















FFranpanoired™ 
\PAMUDO 
Ra MILLWORK 


DOUGLAS FIR 
and 
WESTERN PINE 






Stock * Sash * Industrial plywood cut 
to size for customers’ specifications. 


This distributor © 
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Plywood * Doors * Mouldings * Frame 

























WHY FLUORESCENT LIGHTED 


NE CABINETS 
SFE" Cost Less 


Complete Bennett Bilt 
' Fluorescent Lighted 
’ Medicine Cabinets cost 
less to buy and install 
than separate electrical 
wall fixtures and cabinets 
of equal quality. These 
cabinets increase the at- 
tractiveness of modern 
rooms by providing a more 
finished, self-contained, 
compact installation. 











































Nothing has been over- 
looked for convenience 
and quality. No other 
medicine cabinet has 
all 18 built-in premium 
features, That’s why 
you should specify 
and buy Bennett Bilt 
Fluorescent Lighted 
Medicine Cabinets. 
It costs you nothing for 
the fully-illustrated 
complete line catalog 
’ it may mean many 


collars to you. Write 
togay, 


















Buy 
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HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 
Satisfaction that will bring you 
P ecan back for more. 
ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
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INTERESTING HOME ADS 

Sears Roebuck is advertising homes 
on a so-much-a-month basis, a meth- 
od of pricing that is not at all new, 
except in its wider application by the 
well-known mail order house. The 
ads show various houses and quote 
the different amounts that are to be 
paid monthly in bold figures under- 
neath each home. Thus, the pros- 
pective home owner is able to fit the 
house to his income or vice versa. 
The prospect that can afford to pay 
$55 rent picks out a $55 house and 
doesn’t get all hepped up about some 
design that is far beyond his means. 
The $75 family looks at $75 houses, 
and so on. Good, sound merchandis- 
ing from the standpoint of both seller 
and buyer. 


Relief from price-cutting will 
never be achieved by bidding 
on lumber lists. 


* * * 


HIGH LIGHTS OF ‘49 

Volume-wise, 1949 will go down in 
retail lumber history as one of the 
largest years ... second largest in 
many yards, third in others. It’s 
even not uncommon to find it to be 
the top year for progressive com- 
panies. However, it doesn’t enjoy 
the same favorable rating from the 
standpoint of profit. There has been 
a substantial decline in profits in the 
vast majority of cases. REASONS: 
Continued high operating costs. In- 
tensive competition. 


* * * 
When business is good it 
shouldn’t be necessary to cut 


prices. When it’s bad no one 
can afford to do so. 


* * * 


WHAT CAUSES PRICE- 
CUTTING? 


Fear usually is at the root of most 
price-cutting. Fear of competition— 
of which there are many kinds to wit: 
new lumber yards, applicators (sell- 
ing more and more building materials 
applied), mail order houses, depart- 
ment stores, chain stores of certain 
types, truckers and others too numer- 
ous to mention. Fear is stimulated 
through the knowledge that the sell- 
ing muscles have not been strength- 
ened by several years of effortless, 
competitionless selling. 
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CLINIC 


When he was coach at Illinois, 
the late Bob Zuppke used to 
say: “There is nothing more 
difficult to endure than a series 
of easy victories.” 


* * * 


PRICE ADVERTISING OFTEN 
BACKFIRES 


Ever read a full-page lumber yard 
advertisement where every spot is 
packed with pictures, descriptions (in 
fine print), prices in large type. You 
now find such ads frequently in many 
metropolitan areas. In most cases 
they are excellent and measure up in 
efficiency to department store ads, 
but in other cases the descriptions, 
especially of lumber, are often not 
clear and the product seldom turns 
out to be as big a bargain as it has 
been made to appear. The theory of 
attracting prospective customers to 
the lumber yard with low prices and 
then switching them to something 
works out satisfactorily when prop- 
erly done. Unquestionably, such ads 
attract the shoppers. On the other 
hand, the tricky price advertisement 
drives the non-shopping, quality buyer 
to some other yard. We’re not con- 
demning all such advertising, but 
merely pointing out that it must be 
well done and basic honest to be ef- 


fective. 
ok ok * 


Distribution, not production, is 
industry’s No. 1 problem. 


* * * 


RAW MATERIALS VS. 
COMPLETED UNIT 


Within a comparatively short dis- 
tance of each other, two retail estab- 
lishments are selling the same grade 
of lumber in two different ways. The 
lumber dealer is advertising it far 
and wide at $80 per M. A depart- 
ment store is selling it (as unpainted 
furniture at bargain prices) for some- 
thing akin to $800 per M if the 
material is figured back to a price- 
per-M basis. It goes without saying 
that the cutting and assembling in- 
volved doesn’t cost $720 per M. Ac- 
tually $80 per M seems high when 


compared to a bookcase at $4.95. 


Incidentally, the sales of the depart- 
ment store for unpainted pine furni- 
ture have exceeded $400,000 per year 
for the past five years. 


December 


by R.E.S. 


LUSTRON HOUSES 


The efforts of Lustron to borrow 
more RFC money in order to reach 
the break even point of 20 houses 
per day (formerly estimated at 35) 
is said to have caused a disheartened 
RFC official to exclaim: 

“There is no point in putting up 
more money to produce more houses 
when it has not been possible to sell 
the ones that are already being pro- 
duced.” 

* * * 


The buying public always de- 
termines what is to happen to 
any producing company. 


* * * 


NO TAKERS 


We watched the construction of a 
Lustron house with great interest. 
Then we saw people come in droves 
to inspect it. None bought, althoug? 
the demand for houses was terrific 
in the area. We haven’t seen the 
house lately so it may have been 
sold. However, it remained empty 
for months while hundreds of better 
homes, conventionally built, were sold 
for less money. Seems as how the 
RFC official was justified in bringing 
up the question of whether it is smart 
to produce more houses when it is 
not possible to sell the ones that 
are being turned out. 


* * 


In most lines we are now over- 
producing. 
* oS 


NO MECHANIZED 
DISTRIBUTION 


Production can be mechanized. En- 
gineers can develop processes and the 
machines to make any and all kinds 
of products. Unfortunately, this skill 
cannot be extended to distribution. 
Whenever lumber or building mate- 
rials of any kind reach the end of 
their journey in the sawmill or the 
factory, human hands then take over 
and it is the efficiency, -or lack of 
efficiency of the many individuals in- 
volved that determines what is going 
to happen to the producers. 


2% * * 


Despite the efficiency of the 
“Machine Age” human beings 
still rule the distribution roost. 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 
: Ponderosa Pine, Fir and 
Larch Lumber 











Increase your business with 


| MEDUSA 


"JOB-FITTED” CEMENTS 


i Dealers constantly are telling us how they increase their 
sales in all lines with Medusa “Job-Fitted” Cements. In- 
stead of selling just any cement to a customer, dealers 
are finding out how the customer is going to use the 
cement. Then they sell him the Medusa “Job- Fitted” 
Cement best suited for that particular work. This results 
in giving the customer a much better construction for a 
modest difference in cost. The 
customer long remembers that 
service. He’s loyal to the dealer 
who sold him a better cement and 
he gives other business to that 
dealer on the strength of that 
satisfaction. 

To help increase your business, 
Medusa has created a booklet full 
' of profitable sales ideas called “A 
' Plan to Increase Cement Sale 
Profits with Medusa Special 
Cements.” We will be glad to 
send you a copy upon request. 


MEDUSA PORTLAND CEMENT CO. 
1046-1 Midland Building Cleveland 15, Ohio 
“Fifty-Seven Years of Concrete Progress” 


MEDUSA WATERPROOFED GRAY PORTLAND CEMENT 
MEDUSA WHITE PORTLAND CEMENT 

MEDUSA WATERPROOFED WHITE PORTLAND CEMENT 
MEDUSA AIR-ENTRAINING PORTLAND CEMENT 
MEDUSA "“MEDCO” HIGH EARLY STRENGTH CEMENT 
MEDUSA STONESET MASONRY CEMENT 

MEDUSA BRIKSET MASONRY CEMENT 


Buy 
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Buy 2 Dozen 4 |b. Cans FE! 
and Get 1 Dozen 4 |b. Cans a4 e 


Here’s a Special Christmas Offer to our friends, 
our Customers! We want you to see for yourself 
what a tremendous action this NEW and IM- 
PROVED Sheffield WOOD FIX will bring in 
your store! It spreads like butter... dries faster 
...and will not shrink. It can be whittled like 
a stick of wood when dry! First aid for a hundred 
home uses, try it! Packed 1 doz. in a self-selling 
display package. 






Cost for this Special: 


Shettield Zroreg 


PAINT CORPORATION 
CLEVELAND19,OHIO 


































































Products .... Sales Aids .... Literature 


SEND FOR THESE: 


Especially valuable as a guidance 
for those contemplating the installa- 
tion of new floors in homes, commer- 
cial establishments and institutions, is 
a new brochure just published on 
Fremont Rubber Tile. Produced in 
full color, this piece of literature il- 
lustrates many typical installations 
and shows numerous striking new 
pattern designs with details of how 
they can be accomplished. Tiles are 
reproduced in a complete line of deco- 
rator colors, including several re- 
cently added to the line. Write 
Fremont Rubber Company, Dept. AL, 
165 McPherson Highway, Fremont, 
Ohio. 


A new brochure describing Weld- 
wood fire doors, designed for hospi- 
tals, schools, institutions, offices and 
apartment buildings, is available from 
United States Plywood Corporation, 
Dept. AL, 55 W. 44th St., New York 
18, N. Y. 


The Anniversary Issue of Moore 
Facts (Bulletin 4909) which is now 
being mailed, celebrates the 70th An- 
niversary of the first Moore Kiln built 
by Lafayette “Dry Kiln” Moore in 
1879. The bulletin is a concise report 
on the services and facilities which are 
available to the lumber, veneer and 
wood-working industry by the Moore 
organizations. Page 1 gives a brief 
report on the company’s progress and 
policy; pages 2 and 3 feature pictures 
of the four Moore plants in the U. S. 
and Canada; pages 4 and 5 illustrate 
the complete coverage by Moore rep- 
resentatives of the timber producing 
and wood manufacturing areas of the 
country; and the remaining three 





pages give a brief history of the 
three Moore organizations. Write 
Moore Dry Kiln Company, Dept. AL, 
P. O. Box 4248, Jacksonville 1, Fla. 


Handbook on Fastening Specialties, 
a new 28-page manual, features full 
descriptive and engineering data on 
the broad range of Southco Blind 
Rivets, Anchor Nuts, Panel Fasteners, 
Door-Retaining Springs etc. and va- 
rious newly-developed items. Copies 
are available from South Chester 
Corp., Dept. AL, Finance Bldg., Phila- 
delphia 2, Pa. 


Free Insulating Wool Display 


Lumber dealers interested in 
stimulating the sale of insulating 
wool are offered, free of charge by 
Insulite, a colorful new display that 


is suitable for either counter or 
window use. The display measures 
16” x 24” and is attractively litho- 
graphed in four bright colors. Near 
the top of the unit a sample of in- 
sulating wool is displayed behind a 
protective window of cellophane. At 
the base of the display, attention- 
getting cut-out figures illustrate 
the application of rolls and blan- 
kets. Write Insulite, Dept. AL, 500 
Baker Arcade Bldg., Minneapolis 
2, Minn. 


One-Piece Garage Door 


Here’s a one-piece garage door 
that stays entirely within the build- 
ing all the way up... . there’s no 
“kick-out” at the bottom. It’s the 
new Essential knee-action door. 
Developed by engineers with over 
30 years’ experience in the door in- 
dustry, the Essential door is safe 
to operate, can be opened from in- 
side without stooping, tugging, or 





crawling over car. It is opened 
from the side and clears all makes 
of cars. Not only does it make 
opening and closing easy, it keeps 
the door in open position well back 
in the building out of rain and 
snow and unaffected by winds. It 





Makes Pickets 
at Low Cost 


Points 200 to 250 154'' to 35%" width pickets per hour 
with planer-smooth finish. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 
Net price $47.50 f.o.b. Wilmette, Illinois. 

















SCHUBERT 
Picket Cutter 





No sanding required. 


year after year use. 24'' high. Hand operated. 30" 
long handle provides easy leverage. Anyone can 
Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 


operate. 


(Where state sales tax applies, add tax.) 


H.A.SCHUBERT Co. 
ALOR EC cb bate co}. .G4-e 





Machinists 
Wilmette, Illinois 
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735-TXB 


WATERPROOFING 


A favorite of builders and mechanics! No exact scribing. 
cutting or fitting. Just “tap and roll” upright lip of frame 
tightly over edge of covering. Covering locks in lip with 
B & T’s famous “fish-hook grip”. Waterproofing traps assure 
tight, permanent moisture seal. 735-TXB accepts light 
standard, heavy standard or 4%” coverings. Also 735-TXD 
for .030 to 1/16” plastic laminates. Sell these popular. 
profitable, proven frames. See your Chromedge distributor! 


Mfgd. under B&T’s U. S. Patents Nos. 128793 and 2258314. Other Pats. Pending. 


Typical of 
The B Metals Co. made 
: eta rims f 
& EB Columbus 16, Ohio Jr si ood” 








It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





_ Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI vas 


























Top Service on 
Quality Lumber Products 


With its 130,000 acre tree-farm 
assuring a continuous supply of 


saw logs, with its newly modernized 
plant and mechanical handling 
facilities, Urania is better equipped 
than ever to meet your lumber and 
flooring needs. 


Mixed Cars a Specialty, 
Including Urania Hardwood Flooring. 











NEW LOW PRICES 


For Dependable Quality 
BIRCH PLYWOOD — BIRCH VENEER 


All Prices F.0.B. Mill, Duty Paid 


BIRCH PLYWOOD* 
Carload Prices Per M Sq. Ft. 


All Birch Plywood phenolic glued with I/14"' faces and 1/14'' backs 
on all 3/16" thicknesses and thicker. Meets Standard CS 35-47 Bureau 
of Standards Specifications. : 

VV," A-3 ~~! 


V4," A-3 Grade 3/16" A-3 Grade 


ee S176 Ww... SUDO Cw... $140 
es ee ee a re 122 
ae | a en 03’ Wee 2... cc 107 
WE nicara roars i ee MO: Wee ....<... 100 
V/,"" 2-3 Grade 3/16" 2-3 Grade V/,"" 2-3 Grade 
eee $148 9 «4'x8' ©... Ses. OS ov ees $113 
| ee > >) a | i) 97 
ee 2. are | rT 86 
re 1 ee Se 82 


12 
*Other thicknesses in Birch Plywood at proportionately low prices. 


BIRCH PLYWOOD 

Cut to Your Specifications 
Prices on sizes and thickness you may require can be judged by these 
examples. Price per M sq. ft. 


Size Grade Size Grade 
3/16""—24"" x 36/2"'.... A-3 $120 3/16"—13 1/3" x 19 1/3" 2-3 $ 94 
3/16"'—29!/2". x 33"..... A-3 125 1/4"—1514"" x 18"... A-3 [51 
3/16"—2114," x 40"'..... 2-3 94 = 1/4"—33!/7,"" x 564".. A-3 166 

BIRCH DOOR PANELS 
Prices Effective as of November 5, 1949 
er Per M 
1/8"' No. | Panel........ $123.00 3/16" No. | Panel........ $135.00 
1/8'' No. 2 Panel........ 110.00 3/16'' No. 2 Panel........ 122.00 
1/8" No. 3 Panel........ 97.50 3/16'' No. 3 Panel........ 109.00 


These prices cover up to and include sizes 36!/."" x 80!/,". 
Add $5.00 per M for 84!/."' lengths. 


W. R. BRAUND CO. 


214 Wabeek Building, BIRMINGHAM, MICH. 
Phone 5022 TWX Birmingham, Mich. 500 
U. S. Mill Reps. for BELLERIVE VENEER & PLYWOODS, Ltd. 
and PANNILL VENEER CO., LTD. 
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is easy to install . . . no costly 
framing is needed—and it is engi- 
neered to last a life-time. All metal 
parts are heavy duty. Write Es- 
sential Products Corp., Dept. AL, 
Little Chute, Wis. 


Dodge Offers 356 Trucks 
in New Line 


The Dodge Division, Chrysler 
Corporation, has announced a new 
and expanded line of trucks com- 
prising 356 basic gross. vehicle 
weight models. The enlarged line 
compares with 248 models offered 
previously. The Dodge Job-Rated 
truck line now ranges from 4250 to 
23,000 pounds gross vehicle weight 
and up to 40,000 pounds gross com- 
bination weight to meet more than 
97 percent of all hauling needs. 
Nominal ratings have been in- 
creased to include some 234 and 
314-ton models. The broadened cov- 
erage includes conventional truck 
models, dual purpose models, cab- 
over-engine models, cab-over-engine 
dual purpose models, school bus 
chassis, the four-wheel drive Pow- 
er-Wagon, and Route-Van delivery 
trucks. Among the many new fea- 
tures announced on the new B-2 
Series are: an electrical system 
which assists in improved engine 


performance, a new 5-speed syn- 
chro-shift transmission, a new 
5-speed synchro-shift overdrive 
transmission, cyclebonded brake 
linings as standard equipment on 
all models, and a steering column 
gearshift and a convenient hand 
brake under the center of the cowl 
on 14, 34 and 1-ton models. One 
completely -new engine is among 
the seven offered in the new line. 
Write Dodge Division, Chrysler 
Corporation, Dept. AL, Detroit 31, 
Mich. 


Economy Roll Blankets 


The new Flintkote Insulating 
Wool Economy Roll Blanket, made 
of Fiberglas, is an open faced roll 
blanket, approximately 114 inches 
thick, with only a vapor barrier 
paper attached. It is finding wide 
acceptance for use on low-cost hous- 
ing developments where effective 
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ANGELINA COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 


SOUTHERN 
PINE and 
HARDWOODS 


MIXED CARS 
A SPECIALTY 


insulation is required at a reason. 
able cost. Flintkote Insulating 
Wool is composed of flexible glass 
fibres interlaced to form a resilient, 
wool-like mass that entraps mil- 
lions of heat-retarding air spaces, 
Flintkote Insulating Wool comes in 
a variety of forms suitable for all 
new building or remodeling jobs— 
Roll and Batt Blankets, Bantam 
Batts, and Pouring Wool. Accord- 
ing to Flintkote spokesmen, there 
is a style, thickness and width of 
Flintkote Insulating Wool for 
every building insulation and cli- 
matic requirement. Write the 
Flintkote Company, Dept. AL, 30 
Rockefeller Plaza, New York 20, 
i ¢ 


Metal-Trim Merchandising Plan 

Dealers can establish a profitable 
selling program on metal trims 
with their own free choice of metal 
trim shapes for stick-length carry- | 
out sales to consumers. With a 
“Twin-Four” packaged stock-dis- 
play, The B & T Metals Company 
offers this innovation for its line of 
Chromedge extruded aluminum al- 
loy moldings. The compact, space- 
saving “Twin-Four’” Chromedge 
Display is made available to the 
dealer without cost, with his initial 
purchase of any 8 tubes (960’) of 
any of B & T’s popular Chromedge 
home mechanic shapes. The all- 
metal display, lacquered in «rich 
blue, has 8 separate compartments 
which hold a total of 960’ or more, 
of metal. An integral metal bin at 
the back of the display provides 
ample space for screws, nails, liter- 
ature, ~etc. The display is clearly 
labeled with the name of the prod- 


‘ucts it dispenses. Write the B &T 


Metals Company, Dept. AL, 425 
West Tacon St., Columbus 16, Ohio. 
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W. Light... Easy to Handle. 
ALUMINUM ROLLER CONVEYOR 


No 
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pis li For portable use anywhere—on shipping platform, 

ite the aboard a truck, in the warehouse, at “spot” loca- 
AL, 30 tions in the plant — Standard Sectional Aluminum 











‘ork 20, ‘i 
Every shipment of W. T. Smith lumber is a spe- Roller Conveyor saves time and effort. Made en- 

i cial one. Your order not only will be filled tirely of heavy duty aluminum, except for steel 
g Plan poomgity tk yen aay wEy soning Seamer of ball bearings. Capacity 50 Ibs. per lineal foot when 
rofitable superior quality . . . lumber from selected logs, : : : 
1 trims accurately cut, properly dried and carefully supported at 10 inch centers. Available in 5 ft. 
of metal graded. Write, wire or call for quality lumber -— 10 ft. and larger sections as required. 
h carry- § that always is “Something Special.” 
With a . Get complete information on Standard Sectional Alumi- 
tock-dis- : Roller C yor—write for Bulletin AL-129. 
canal Mixed Car Service — Oak Flooring and Yellow Pine a a 
s line of § STANDARD CONVEYOR COMPANY 
num al- General Offices: 
t, Space- | NOW IN OUR 65th. YEAR @&* M\ SELECTIVE LOGGING ASSURES North St. Paul, Minn. ! 

OF LUMBER MANUFACTURING pa Be PERMANENT SOURCE OF SUPPLY 

romedge 


W. i SMITH LUMBER CO. Sales and Service 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA in Principal Cities 
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RAVITY & POWER 
CONVEYORS 


Lukes Sean Belk. \ 4 
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AVAILABLE NOW! 


Designed for easy installation and 
removal, Mid-States new Conductor 
Pipe Hangers are available now in 
any quantities. 

Galvanized sheet base can be 
attached . eee —. eet SEND TODAY for INFORMATION 
screws or nails. Galvannealed wire : 
loop holds pipe firmly—yet far - Let us show you how to add profitable 
enough away from building to per- volume sales -- sell other of your worth 
nit eine. while companion items -- all with little 


Standard package of 100 to box. 
or no added stock investment .......sere06 


Write or wire today. | 
MID-STATES STEEL & WIRE COMPANY Wp THE TILE-RITE COMPANY 


me AWFOROSVILELE, INDIANA 5109 Euclid Ave., Cleveland 3, Ohio 


* 






a. for over ithe counter, 
plication by the purchaser 
orasa comple ete installation service. 
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Forged Iron Cabinet Hardware 


McKinney Manufacturing Com- 
pany, reportedly the world’s larg- 
est manufacturer of forged iron 
hardware, is introducing a new, 
complete 18-item line of artistic 
forged iron cabinet hardware, in- 
cluding latches, H and H&L hinges 
and strap hinges for both flush 
doors and %%” offset doors; knobs, 
door and drawer pulls; butterfly 
hinges and thumb latches. This 


Sot A be 





_. MCKINNEY 


hardware is designed in the au- 
thentic heart pattern and is rec- 
ommended particularly for applica- 
tion on painted surfaces where its 
attractive black finish enhances the 
effect of color. The new McKinney 
Forged Iron Cabinet Hardware is 
tastefully displayed on a Colonial 
pattern board. Write McKinney 
Manufacturing Co., Dept. AL, 1400 
Metropolitan St., Pittsburgh 12, 
Pa. 


Calder Flush Overhead 
Garage Doors 


The Calder Manufacturing Com- 
pany has added a complete series 
of Flush Paneled Overhead Sec- 
tional Garage Doors to its Wedge 
Tight line of doors. These will 
operate on the same Wedge Tight 
principle as the manufacturer’s 
standard line of conventionally 
paneled doors but will be made with 
flush surfaces inside and out, and 
with any glass or external trim 
arrangement desired. Common 
stock sizes of flush panel doors 
will be carried in stock and others 
will be manufactured to order on 
the individual’s sketch or specifica- 
tion. Write Calder Manufacturing 
Company, Dept. AL, 630 N. Prince 
St., Lancaster, Pa. 


"Fleetlite," a New Complete 
Aluminum Window 

Fleet of America, Inc. announces 
the quantity production of Fleetlite 
its complete aluminum windovy. 
Fleetlites are double-hung windows 
with double-hung sash, storm sash 
and screen. Made from extruded 
aluminum sections, they are pre. 
fabricated complete at the factory, 
including the glass held tightly 
with Koroseal mounts (no putty) 
and velon screen that fits below the 
upper storm sash. All sash snap 
out for cleaning. On delivery, the 

















FAINT 
PLY TEX. 


an Plywood & Veneer 


Chicago 22, Ol. 
Grand Rapids 4, Mich. 
Roekford, Ill. 
Indianapolis 21, Ind. 


Binswanger & Co., Inc. 
Richmond 21, Va. 


Central Bldg. Supely Inc. 
Baltimore 2, 


Dalten-Bundy Lbr. Ce. 
Nerfelk 1, Va. 


Diamond Hill Plywood Co. 
Knoxville, Tenn. 


Dixle Plyweed Ce. 
Atlanta, Ga. 


Miami, Fla. 
Savannah, Ga. 


PLYTEX CORPORATION 


1440 Willow Street 
Chicago, Ill 


H Wa Hh, 


decorators. 
| easier sales. 


i PLYTEX is available now in V4" Fir in 
standard sizes in interior and exterior 


Redwood PLYTEX available in 


grades. 


#\ V4" 4 x 8" panels. 
i ples, prices, and details of the profit 
building sales program. 


Write or Call Your Nearest 


PLYTEX DISTRIBUTOR 


Davis Plywood Corp. 
Cleveland 11, Ohio 
aeheubes 15, Ohio 
Toledo 2, Ohio 
Rochester 7, N. Y 


J. E. Elrod Lumber Co. 
Charlotte, N. C. 


Florida Plywood Service 
Miami, Fla. 


Florida-Southern Plywood 
orp. 
Jacksonville, Fla. 


Gulf States Plywood Co. 
New Orleans (3, La. 


Hal Keely Plywood Co. 
Pittsburgh 3, Pa. 


Huttig Sash & Door Co. 
Miami 37, Fila. 


Good Territories 
Are Still Open 


NEW WALL PANELING FOR 
EASIER SALES and 
BETTER PROFITS 


PLYTEX is the new plywood paneling 
with sculptured beauty that is winning 
nationwide acclaim from builders and 
Dealers report faster and 


Send for FREE sam- 


Krauss Bros. Lbr. Co. 
Tampa |, Fla. 


Milwaukee Plywood Co. 
Milwaukee 4, Wisc. 


McEwen Lumber Co. 
High Point, N. C. on 
Tampa, Fla qualities. 


—— a = 


There’s only ONE— 


Various limes come from Ohio. . 
When more or less white . 
When sold for finished plaster . . . 


. they’re OHIO limes. 
. they’re called WHITE limes. 
they’re FINISH limes. 


Some may be from Ohio, be white, and be meant for finishing lime. . . 
Yet, there’s only one OHIO WHITE FINISH (our trade mark), that 
through its consistent quality has gained favor everywhere with archi- 
tects and builders, and is preferred by plasterers for its good working 


ber Co., Inc. They all know our twin brands OHIO WHITE FINISH and HAWK 


mt "York 54, N. Y 


Sash & Door & Glass Co. 
Richmond 24, Va, 


Winde-McCormick Lbr. 


0. 
Charlestown, Mass. 


U. S. Plywood Corp. 
Detroit 9, Mich. 


Wholesale Dist. Co. 
Moline, II. 





12557 Berea Road 
Cleveland, Ohio 
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SPREAD WHITE FINISH, and we are keeping these brands well 
advertised in architects’, builders’, and plasterers’ journals. 


We sell only through dealers. Why. not write for prices, or ask us to 
have our nearby representative call on you? 


The OHIO HYDRATE & SUPPLY Co. 


WOODVILLE, OHIO 
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Seals tight — prevents loose, rattling glass 
assures permanent satisfaction. For over. 
three - quarters of a century Parker's 
Primerless Putty has been favorably 
known to the building industry for home 
and industrial use. 





Write for prices and 


PAINY LAKE LUMBER CO. Ltd. PARIOK ee 


Sales Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. Mosier IRA PARKER & SONS CO. 


ers of a century 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. — depend- OSHKOSH, WISCONSIN 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 
SELLING THE PRODUCTS OF DISTRIBUTORS OF 


rw mcrcunaver onan | SEEWLIN PONE |  soxoncm me 


McCloud, Calif. nats aoe (PINUS. PONDEROSA) 
*TH VLIN- 
—_ a —— 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associs- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portland, Oregon. DISTRICT SALES OFFICES: 


NEW YORK CHICAGO SAN FRANCISCO 


1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
Pondaosa Fine Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 


















































CALL ON SOUTHERN PINE LUN BER CC PANY 
FOR FINE MIXED CAR ASSORTMENTS 





Yes Sir! Southern Pine Lumber Company has the "SUPREME" 
right assortment to ship in a mixed car that will OAK FLOORING 
SOUTHERN PINE LUMBER CO. fit YOUR needs! We can ship Southern Pine SOUTHERN PINE 


M yard and shed items mixed with your choice of 
IXED cans h : “figs Be SOUTHERN 
1“. | the other items shown at the right HARDWOODS 


Dependable shippers since 1890— 
and for years to come. CYPRESS 


SOUTHERN PINE LUMBER COMPANY 
Mi lis: Diboll and Pineland,. Texas Sales Office: Texarkana, U.S. A. 
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builder simply takes the Fleetlite 
from a carton, sets it in place and 
builds around it. Or, if he is work- 
ing with a frame structure, he will 
nail the anchor lugs to the studs. 
The new windows have been in- 
stalled and tested in thousands of 
homes in northern states and in 
Canada during the last four years. 
Sereen and storm sash remain in 
the year round. Write Fleet of 
America, Inc., Dept. AL, 110 Pearl 
St., Buffalo 2, N. Y. 


Stained Shingles with New 
Infra-red Baked-on Finish 


The new Dua-Lap stained shin- 
gles have their finish baked on in 
an infra-red drying oven, and they 
are being so favorably received by 
dealers and builders, the manufac- 
turer announces, that a wider pro- 
gram of distribution is now under 
way. The new treatment, accord- 
ing to the announcement, gives to 
the shingles a protective coating 
characterized by an extraordinary 
evenness of tone and thickness and 
a harder, more durable finish. Due 
to the controlled oxidation process, 
it is reported, the linseed oil con- 
tent of the coating helps bind the 
surface of the shingle and the color 








OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 


MOULDINGS—ST’D & SPEC, 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WE SPECIALIZ 
E IN BASs. 
Woop a PONDEROSA 
; ER NORTHE 
HARDWOoDs AVAILABLE 














WOODWAY quality, 
means 
Extra Profits 
for YOU 


“The Good Way to Ruy 
7m WOODWAY 














pigment, thus adding durability 
and color retention. More natural 
oil is said to be sealed into the No. 
1 Certigrade genuine red cedar 
wood from which Dua-Lap shingles 
are made. The new infra-red dry- 
ing oven equipment which has been 
installed in order to dry every 
shingle thoroughly is stated to be 
a striking improvement over the 
old air-drying method which was 
subject to humidity, temperature 
and other factors. For complete 
information about the new Dua- 
Lap stained glass shingles and how 
the infra-red drying treatment 
adds to the quality of the stain ap- 
plication and prevents damage to 
the finish in handling and transit, 
write The American Stained 
Shingle Co., Dept. AL, 355 Spruce 
St., Columbus 8, Ohio. 


New Colors in Monowall 
Wall Covering Line 


A complete restyling of its Mono- 
wall Wall Covering Line to include 
six new colors has been announced 
by the Armstrong Cork Company. 
The new color line follows modern 
trends in consumer shade prefer- 
ence as determined by the Arm- 
strong Bureau of Interior Decora- 
tion, according to the announce- 
ment. In designing the new pat- 
terns, a special effort was made to 
select shades which will blend well 
together and with colors commonly 
used for bathroom and kitchen fix- 
tures. The new colors are Porce- 
lain White, Colonial Ivory, Prim- 
rose Yellow, Cameo Peach, Cascade 
Green, and Wedgewood Blue. Write 
Armstrong Cork Company, Dept. 
AL, Lancaster, Pa. 


Aluminum-on-Steel Bonding 
for Protection Against 
Corrosion Is Patented 


A new aluminum-on-steel com- 
bination serves as a coating to 
protect steel against corrosion. The 
process is covered by patent 2,484,- 
118 issued to the president of Rey- 
nolds Metals Company. In the new 
method, two strips of aluminum 
foil are applied to top and bottom 
of the steel sheet. A fine iron coat- 
ing is applied to the steel first by 
an electrolytic process to provide 
a permanent bond between the 
steel and aluminum surfaces. Older 
methods of applying aluminum to 


-steel by dipping the steel in molten 


aluminum obtained an_ unsatis- 
factory bond. Write Reynolds 
Metals Co., Dept. AL, 2500 So. 
Third St., Louisville, Ky. 


New Insulation Adds Aluminum 
Foil to Rock Wool Batts 
Pictured here is the new display 
unit for dealers to place on their 
sales counter to show customers 
how Seal-Foil Rock Wool Batts are 
backed with aluminum foil to com- 
bine the insulation value of mineral 
wool with the added insulation effi- 


ciency of foil backing. Dealers are 
invited to write for descriptive 
folder listing eight sales points and 
information about obtaining the 
counter display unit. Write Seal- 
tite Insulation Mfg. Corp., Dept. 
AL, 115 Madison St., Waukesha, 
Wis. 


New Display for Vikre 
Sash Holders 


The J. N. Vikre Co., Inc., has 
introduced a new display and mer- 
chandising deal to dealers and job- 
bers. Six dozen Vikre Sash Holders 
are packed with an eye catching, 
attractively-stained window display 
for counter or store window. Dis- 
play has an actual Vikre Sash 
Holder mounted in window which 
can be raised and lowered to show 
how the Vikre Holder works. A 
supply of attractive consumer fold- 


‘ers is included in each deal. No 


additional charge is made for the 
display and folders. The dealer 
pays only the regular price for the 
six dozen Vikre Sash Holders. Each 
complete deal is individually pack- 
aged in a shipping carton. Write 
The J. N. Vikre Co., Inc., Dept. AL, 
3016 14th Ave., South, Minneapolis, 
Minn. 
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Get the Geot in SOUTHERN PINE 
at DAVIS BROS. 


Operating in fine Louisiana timber, we are in a posi- 
tion to ship superior quality: 


Southern Pine 


@ Flooring 
@ Bevel and Drop 
Siding 


@ Dimension 

@ Shiplap & CM 

@ Interior Trim & 
Mouldings 


Also we can mix in: 


Southern Hardwoods 


@ Beech @ Red and Sap Gum 
@ Red and White Oak @ Ash 
@ Elm @ Hickory 


Satisfied customers for more than 60 years. 
We Solicit Your Mixed Car or Truckload Orders. 
Lumber Grade-Marked if Requested. 








Serving Quality Buyers tor More Than 60 years 
ANSLEY + LOUISIANA 


W Brothers Lumber Ce 








Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 










1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 











Buirpinc Propucts MERCHANDISER 










ron, BPR RR BERBER RERERERBRBREREeeae 
a 









BETTER 





Window Blinds 
Door Blinds 
Shutters 





Made Right 
Priced Right 
Packaged Right 


Sturdy, precision built blinds, 
dowelled corners, non-sagging construction. 

Packaged in pairs for easy handling and damage-proof 
shipping. Included in the GREGG Packaged Line you will 
also find entrances, corner cabinets, kitchen units, wall and 
base cabinets, drawer cases, cupboard doors and louvres. 


tte Many Send for catalog TODAY! 
. , > 


: GREGG & SON, INc. 


Nashua, New Hampshire 

im MILLWORK OF QUALITY SINCE 17.19 

N 
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HEATSAVER 
DEFENSE 
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Gas and Current Failure 


When gas fails, it fails in the coldest weather. When elec- 
tric lines break, it is generally because they are loaded with 
ice and sleet or assailed by fierce winds—and electric cur- 
rent is necessary to the operation of many modern heating 
devices. 


So it is a wise householder who provides himself with a 
Heatsaver Fireplace that will burn ANYTHING burnable 
and yield heat enough to keep any moderate sized home in 
comfort—coke, firewood, scrap wood, various kinds of rub- 
bish—all help out in your heating emergency. Whether your 
customer makes the Heatsaver his main reliance or an auxili- 
ary, he has a wonderful sense of comfort and security for 
the chilly days ahead. 


Consult our 24-page catalog in American Lumberman Mer- 
chandiser, or write for a copy today to — 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 
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Joe Comfort Sez... 
U. S. Mineral Wool 


guarantees TOP QUALITY and ECONOMY 
in home and industrial insulation. A proven 
product for 75 years. 

Available in mixed truckloads or car- 
loads of batts, blankets, loose or pouring 
wool. 

Send today for samples and prices. 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 
Mail Coupon Today! 
United States Mineral Wool Co. 
Dept. S-20 South Milwaukee, Wis. 
Please send me Insulation Literature to- 


gether with sample Batt, Pouring Wool 
and Loose Wool. 


Name 
Street . 
...Zone....State 











> ramous 
NAMES IN 
NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 

a pouiTrY MET a\) —— 

| 


S7 
a 


| U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


S7 
“ 


U.S.4 IN 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


S7 
“~ 


Available in either 
galvanized before 
or galvanized after 


weaving 


INDIANA 
STECCL & WIRE CO. 





New Line of Builders Hardware 


An entirely new line of pre- 
cision-built, builders hardware has 
been announced by the Harloc 
Products Corporation, a newcomer 
in the field. The company offers its 
new-type tubular cylinder lock 
sets for exterior and _ interior 
doors. There are two styles—The 
Hampton, furnished with wrought 
brass knobs and The Lynwood 
which combines a_ distinctive 
forged _ solid brass entrance 


handle. Both styles combine the 
Harloc double spring tubular latch 
with a 5 pin tubular forged brass 
cylinder lock under a single es- 
cutcheon—and with a single bolt 
latch. These features, the manu- 
facturer emphasizes, speed up in- 
stallation and also permit the use 
of quality hardware on low-cost 
housing. Harloc has published a 
three-color catalog describing the 
entire line, and also consumer 
literature. Write Harloc Products 
Corporation, Dept. AL, 25 Fox St., 
New Haven, Conn. 


Installs in Any Window 


Without Tools 


The Quiki-Window Control, a 
new long-life stainless steel window 
control spring, is manufactured by 
the Ideal Brass Works, Inc., De- 
partment H, 250 E. 5th St., St. 
Paul 1, Minn. No tools, nails or 
screws are needed! The window 
control spring just slips in between 
the sash and jamb, and imbedded 


ye 


for NEW Windows 
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prongs hold it there permanently, 
The window does not have to be 
removed. The Quiki-Window Con- 
trol is ideal for replacing a broken 
sash cord or to cut the cost on 
new installations. Only one window 
control spring is needed for each 
window section. Two are mounted 
on an instruction card. Write Ideal 
Brass Works, Inc. 


New Lock-Type 
Asphalt Shingle 


Windmaster is the new four-way 
self-interlocking shingle introduced 
by the Philip Carey Mfg. Company. 
The Carey Windmaster Shingles 
have a new exclusive design that 
causes them to be firmly inter- 
locked at four points. When re- 
inforced by nailing, Windmaster 
gives roofs that are doubly sure to 
lie flat and stay put. Nails are con- 
cealed and protected from exposure 
by shingle overlap. Attractive in- 
terwoven basket weave patterns are 
available in a variety of rich new 
colors and blends. Each shingle is 
heavily embedded with colorful 
fire-resistant mineral granules and 
has a wood grain texture. For de- 
scriptive folder write The Philip 
Carey Mfg. Co., Dept. AL, Cincin- 
nati 15, Ohio. 


Howry-Berg Portable 
Coal Conveyor 


The new Howry-Berg Coal Con- 
veyor moves coal quickly from 
ground to truck, truck to _ base- 
ment, in unloading cars, etc., using 
a 4 HP Gladden engine. It is rug- 
gedly constructed in double box 
sections and is available in any 
standard foot length, can be length- 
ened or shortened easily. Steel 
used is designed for maximum 
strength with minimum weight. A 
powerful ratchet winch with dog 
and strong steel cables is provided 


for easy, safe lifting and lowering 
of loader body. The loader can be 
adjusted for any angle. Standard 
No. 55 steel chain is used, with 
12 gauge ribbed flights. Flights 
are bolted, not riveted, so they may 
be tightened or changed. Write 
Howry-Berg Steel & Iron Works, 
Inc., Dept.. AL,°2949 North Speer 
Blvd., Denver 11, Colo. 
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STANDARD STRIP 





. made in grades and sizes to fit almost 
every construction need 





PLANK AND PARQUETRY 





.. . for floors that reflect added charm 
and beauty 


D. 


—when it comes to 
~Y HARDWOOD flooring 





QUALLTY # LUMBER 
 <E 
When you specify 


“DELFAIR”, you can know 
you are getting flooring 
at its best . . . flooring 
that meets every specifica- 


tion for residential and 

DELFAIR PREFINISHED commercial building. Man- 
ufactured in one of 

...» brings you lasting floors with built-in America’s most modern 
beauty plants, DELFAIR flooring 


is used in homes and 
buildings everywhere. 


When it comes to hard- 
wood flooring, you can 
count on DELFAIR. 


L.FAIR LUMBER CO. 


LOUISVILLE, MISSISSIPPI 


MEMBER OF N.O.F.M.A. 
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This About Advertising | 
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What does it cost to 
advertise a Pack of a 
leading brand of ciga- 


rettes? Is it 2¢ a pack? 
3¢? 5¢? 


——_ 












é 


Pa 


Answer $ It costs less than 4¢ a 
pack to advertise the big brands of cigarettes. 
That’s only half the story. Advertising 
lowers your cost two ways: 
Cuts the selling costs. And by helping make 
mass production possible, lowers the produc- 
tion costs, too. 
So advertising saves you many times that 
14¢ per pack. 
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Here’s a new and beautiful Sectional garage door that has 
every superior feature of design and workmanship. Streamline, 
flush panels electrically bonded to frames, (Not nailed) Insures 
tigidity which prevents warping and distortion. 


Dialectric heating, under tremendous pressure, in a High 
Frequency Heating Unit forms a complete fusion, or bond — 
impervious to rain, snow or ice. Equalized “pull” or “strain” 
at all points of the section. A stronger, longer lasting, super- 
quality door combining beauty and long life with economy. 


Same easy-to-install hardware is used on all Capitol Taper 
Seal doors. 


Ruggedly and more substantially constructed — and they’re 
priced to sell — but fast. 


NOTE THESE MANY SUPERIOR FEATURES 
Modern Beauty - Streamline - Flush 


Panels - Dialectric Bonding - Equal- 
ized “Pull” or “Strain” - Balanced 





Sizes Available 


Action -  Ball-Bearing Rollers - 8°0""x7'0"x19%4" 
“Feather Touch” Operation - Taper pA Bi se» 
Seal Weather Protection - Rugged 8’0""x8'0""x 194" 
Construction - Easy Installation - 9'0"x7'0"'x13/4" 








Long Life - Reasonably Priced. 








See Your Lumber Dealer or Write 
Us For Full Information and Prices. ! 


CAPITOL PRODUCTS 


118 South Third St. Springfield. I. 
Telephone 7838 
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LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woopnD 
PLANER 
Capacity 20” x 8” 












One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 
4 tions of this machine will 

— SS Ba convince you that the BUSS 
No. 208 brings to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8” 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
features. Available in various feed rates. Write for price and 
complete information, NOW! 


PLANER SPECIALISTS. 
BUSS 


238 EIGHTH ST. 
MACHINE WORKS 





















HOLLAND, MICHIGAN 








Yames in the News 


Michael Flynn Completes New Addition 


Michael Flynn Manufacturing Com- 
pany, Philadelphia, Pa., manufactur- 
ers of Lupton Metal Windows, re- 
cently announced the completion of a 
new addition to the present plant 
structure. With the use of Lupton 
Pivoted Industrial steel windows, cor- 
rugated asbestos siding industrial 


doors and concrete blocks, the plant 
addition houses the company’s new- 
est system for bonderizing and will 
also provide additional facilities for 
increased production of steel windows 
and other related products. Addi- 
tional equipment for manufacturing 
has also been added. The entire Flynn 


PLANT ADDITION houses company’s newest system for bonderizing. 


plant conveyor system has been com. 
pletely modernized for more efficient 
handling of products. 

The bonderizing unit to be incor- 
porated in the plant addition is unique 
in that five separate operations 
through tanks in the _ bonderizing 
process are handled simultaneously. 
The five steps in the process, includ- 
ing that of cleaning, rinsing, bonder- 
izing, rinsing and finishing, are 
speeded up through these power-con- 
trolled bonderizing facilities. 


Winton Lumber Wholesales 
in California 

Winton Lumber Sales company, 
producers of Ponderosa and Sugar 
pine at Martell, California, has an- 
nounced it. will extend its wholesale 
operation within the state of Cali- 
fornia to include other West Coast 
woods in addition to its own produc- 
tion. 

George O. Swanson, vice-president 
of Winton Lumber Sales company, 
will‘be in charge of the new division, 
with headquarters at Martell. T. M. 
Ryan and R. L. George will cover 
the San Francisco bay area and the 
San Joaquin valley. 

Winton Lumber Sales company 
sells the lumber products of the 
Winton Lumber company and _ the 
Pas’ Lumber company, Ltd., long- 
time producers of quality lumber. 








TRADE MARK 
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PONDEROSA PINE -. WHITE FIR - INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 








Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 


trimmed Studs cut to exact length. 


Let us know your needed items. 


\IAR-KANG MANUFACTURING CORP. 


OREGON 
Telephones — Portland Line CH. 3330 or Tigard 2301 


TIGARD e 








D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 


Mill Agents for 
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rodue- American Car Door Roller tured, scrupulously graded. 
sident 4E ' 
B d ch 
pany, beer for loading aa Also Band Sawn Hardwoods 
vision, unloading er. ; ' 
T. M. Modern Dry Kilns, Planing Mill, Oak 
. Often pays for itself in one lumber shipment. Adjustable . 
cover j 
1d the to fit openings 5 to 6 ft. wide: double extension roller for Fiscsing Pout 
door 5 to 8 ft. wide. 
} Can be furnished with wood or steel beam. “American” q iri 
. ae Logging Tools and Appliances best on the market. Send us yan Spee 
d the "Write for catalog and information. 
long- 
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finer quality 
since 1882. 











1215 R. A. Long Bldg 















































































AT Kansas City 6, Mo. | deci 
ee || || NEWMAN BROTHERS, Inc. 
— ee —__——————— = Dept. A-L Cincinnati 3, O. 
ELIMINATE SPLIT SIDING 
0. YOUR COMPLETE NEEDS By Using Kokomo Korners 
— IN SAWMILL MACHINERY a 
: Band Mill carriages . . . edgers . . . Portable Mills eae Medan wan on 
. .. Log stop and Loader . . . Shotgun steam feeds ay dein Sa: ateieentel ad 
.. . Automatic feed table for planing mills. Write to eliminate splitting of siding. 
for catalog and ‘Power House’. Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
JA ° siding board. Top nails are con- 
UNUM GHAM cealed by next course of siding. 
MACHINERY Available for S 8" and 10" 
. siding. 
BUGHER MANUFACTURING CO. 
| — 211 South Main Street, Kokomo, Ind. 
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Anniversary Leaflet Reviews 
Progress of Ruberoid Co. 

Annual production of finished 
building materials by The Ruberoid 
Co., 500 Fifth Ave., New York City, 
increased from 652 tons to 989,547 
tons, or more than 1,500 times, be- 
tween the years 1888 and 1948, ac- 
cording to a pictorial review of the 
company’s growth contained in a leaf- 
let recently distributed to all em- 
ployes on the occasion of the com- 
pany’s 63rd anniversary. 

The company’s progress since its 
founding on October 20, 1886, is 
graphically depicted in the leaflet in 
a series of photographs showing the 
growth in manufacturing facilities 
from the first small plant established 
with only 18 employes in a remodeled 
sawmill at South Bound Brook, N. J., 
“to the present group of 12 modern 
factories located in different parts of 
the country and providing employ- 
ment for 4,500 men and women with 
total wages and salaries in excess of 
$15,000,000. 


Direct Mail Honors 


Announcement was made at the 
82nd Annual Convention of the Direct 
Mail Advertising Association in Chi- 
cago that the independent Board of 
Judges headed by Herbert Buhrow, 
of the McGraw-Hill Book Company, 
had selected the 1949 Direct Mail and 
Sales Promotional Campaign of The 








Flintkote Company for a “Best of 
Industry” tie award with the Celotex 
Corporation. 


80 Attend Annual Party 
of Twin Harbors Lumber Co. 


Twin Harbors Lumber Company, 
manufacturers and distributors, 
headed by H. N. Anderson, with its 
home office in Aberdeen, Wash., had 
over 80 persons attending its annual 
week-end party held at the Ocean 
House and Gearhart Hotel at Gear- 
hart, Ore., September 9-12. Office 
and mill supervisor personnel from 
Twin Harbors offices and mills from 
British Columbia, Washington, Ore- 
gon, and California, were represented, 
with guests of honor being Mrs. N. 
N. Anderson of Aberdeen, Wash., 
mother of the Anderson boys, and 
Tully Stallard, secretary-treasurer, of 
Aberdeen. 

Festivities under the direction of 
Vico DeLaurenti of Portland began 
Friday evening with a clam bake. 
Saturday’s entertainment, at the op- 
tional choice of all, included golf, 
horseback riding, clam digging, bad- 
minton and less strenuous indoor 
sports with the main event being the 
evening dinner at which Lyle Vin- 
cent of Oakland, Calif., was toast- 
master. Mr. Stallard was presented 
with a three-tiered white and silver 
cake in honor of his 25th anniversary 
with Twin Harbors. The evening 





ended with movies and dancing at the 
Ocean House. 

Sunday afternoon terminated the 
week-end of entertainment with those 
attending having enough enjoyable 
experiences and memories to 
through a winter for later reflections. 


Shingle Industry of British 
Columbia Elects Directors 
and Officers 


At the annual meeting of Consoli- 
dated Red Cedar Shingle Associa- 
tion of British Columbia the follow- 
ing directors were elected: H. V. 
Whittall, C. G. Watson, I. S. Brand, 
W. Brownlee, A. Flavelle, R. B. Hor- 
ton, W. H. Johnstone, G. W. Lobb, 
W. K. McCarter, J. E. McNair, J. 
MacKenzie, Chas. Plant, H. Roblin, H. 
Yewdale. 

At this meeting of members the 
secretary-manager gave a very full 
report of the activities of the Shingle 
Industry stressing field activities in 
Canada in trade promotion work on 
Red Cedar shingles. He also reported 
that the membership of this society 
comprised over 75% of the shingle 
production in British Columbia. 

At a meeting of directors following 
the annual meeting H. V. Whittall 
and C. G. Watson were elected presi- 
dent and vice-president respectively. 
Gordon S. Raphael was re-appointed 
secretary-manager. 











TTLE, WASH. 





BURNER with 
CONE GRATE aa) 


*Burns 25% More 


*With 75% less smoke and 
cinders. Fool proof 


We Also Bulld 


BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEA 












TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 








$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


3rd grade Maple Flooring. 


J. W. WELLS LUMBER CO. 





my, SAVINGS ON FLOORING 
























/ NORTHERN [~ 
{HARD MAPLE 


For novelty floors in dens, libraries, recreation rooms. 
f For economy housing, for closets, storerooms, kitchens, 
bedrooms, bathrooms. Savings up to 30%. Standard 3rd 
grade manufacture. Last a lifetime. Also one car heavy 
duty 3rd grade—33/32x2!/,. 







Consult us on your needs in Ist, 2nd and 








MENOMINEE, MICHIGAN 






last’ 





AUTOMATIC 
GAN GSE 


GRAND RAPIDS 
MICHIGAN ers. 
DEPT. 4 




















PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
1 to 24 copies 20c¢ each. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. 


Chicago 2, Ill. 
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Companies pbunounce 
George H. Martens, Jr., Swarth- 
more, Pa., was appointed Boston dis- 
trict manager of the Johns-Manville 
Building Products Division, R. S. 
Hammond, vice-president and general 
sales manager, announced. Mr. Mar- 
tens succeeds Ralph D. Kennedy, 
who resigned as Boston district man- 
ager September 30 to become asso- 
ciated with the Seaboard Sales Com- 
pany, the J-M Building Products 
jobber for the Boston and Providence 
area. Mr. Martens brings to his new 
responsibility a wealth of valuable 
experience in J-M office, field selling, 
and district management work ac- 
quired through his 16 years of serv- 
ice at various locations in the com- 
pany’s Philadelphia District, Mr. 
Hammond said. 


The Philadelphia Division of The 
Yale & Towne Manufacturing Com- 
pany, now occupies a new 2-story 
building erected for the company at 
815 N. La Salle St., Chicago. A 
staff of 33 factory trained persons 
under the direction of Arthur H. Do- 
bler, regional manager, handles ma- 
terials handling sales engineering, 
repair maintenance and spare parts 
services in splendidly equipped de- 
partments. Roy L. Wolter is regional 
sales manager of industrial trucks 
and scales; Floyd A. Dewey is re- 
gional manager of hoists; Earl S. 
Thulin is manager of railroad depart- 
ment; and Richard A. Rieger is man- 
ager of the repair and spare parts 
service departments. 





H. W. Sholar Lumber Company— 
wholesale hardwood lumber — an- 
nounces the company’s new address 
is P. O. Box 1152, Greensboro, N. C. 
Sam L. Harlow, now associated with 
the company, is buying hardwoods, 
furniture dimension, flooring, pine 
and crating. Mr. Harlow has had 
more than 40 years experience in the 
lumber industry. 


Muskin Manufacturing Company of 
Walkerton, Ind., has appointed Am- 
steen-Palmquist Associates, Inc. of 
Chicago, sales representatives for the 
Walkerton Line of popular priced 
clear Ponderosa Pine unpainted furn- 
iture. The line consists of chests, sec- 
tional bookcases, commodes, desks 
and dressing tables which are inter- 


changeable in many custom combina- 
tions. 


William M. Hankins, special sales 
tepresentative of the Kuhlman Build- 
ers Supply & Brick Co., has joined the 
Owens-Illinois Glass Company as gen- 
eral sales manager of the company’s 
Kaylo Division. Kaylo is the brand 
name of a new group of building ma- 
terial and insulating products recently 
developed by Owens-Illinois: insulat- 
ing roof tile, structural insulating 
block which forms the core of fire- 
Proof doors and other laminated build- 
Ing materials, heat insulating block 
and pre-formed pipe insulation. 
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W. R. Robinson, Jr., president, 
United States Mineral Wool Com- 
pany, South Milwaukee, Wis., re- 
cently announced the appointment of 
A. L. Norton as general sales man- 
ager of the company’s two plants 
located in Soyth Milwaukee, Wis., 





A. L. Norton 
and Stanhope, N. J. Mr. Norton has 


been associated with the Standard 
Lime and Stone Company of Balti- 
more, Md., as sales promotional man- 
ager for the past 14 years. 


Ernest S. Swanson has been ap- 
pointed sales promotion manager of 
the Barclay Manufacturing Company, 
(385 Gerard Avenue) New York, 
manufacturers of plastic finished 
panels for walls and ceilings, it was 
announced by Julian M. Jacobs, vice- 
president in charge of sales. 


F. T. Dolen is representing The M. 
B. Farrin Lumber Co., Cincinnati, 
Ohio, in central Indiana and eastern 
Illinois, which is the territory cov- 
ered for many years by the late 
George Reinhart. Mr. Dolen was for- 
merly associated with the Hammond 
Lumber Co. on the west coast, and 
more recently was the Chicago dis- 
trict sales manager for Keasby & 
Mattison Co. 


J. W. Morgan has been advanced to 
the position of assistant sales man- 
ager of the Hyster Company’s eastern 
sales division, it has been announced 
by Philip Hill, general sales manager 
at Portland, Ore. He will be in charge 
of tractor equipment sales activities 
with headquarters at the MHyster 
Peoria, IIl., plant. 


Donald H. Gott, sales manager of 
the door department, The Mengel Com- 
pany, Louisville, Ky., announces the 
appointment of four sales represen- 
tatives for his department. S. Edward 
Meyers, Jr., Richmond Hill, N. Y., 
for the past five years with U. S. 
Gypsum Co., will be active in the 
metropolitan New York area. Stephen 
H. Bacon, White Plains, N. Y., for- 
merly associated with George A. Ful- 
ler Construction Co., will function in 
New England and New York state. 
John E. Kahle, Jr., Yardley, Pa., for- 
mer sales manager for the Homasote 
Corp., Trenton, N. J., will be active 
in seven eastern states and the Dis- 
trict of Columbia. Parker R. Cheat- 
ham, Louisville, long associated with 
Mengel, will function in Michigan, 
Ohio, western Pennsylvania, and West 
Virginia. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
a | It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in iform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
= ed commission or cash discount 
allowed. 


Terms — Cash With Order 


Minimum Charge §2.00 
Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times —8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c 


er word for each insertion. 
um charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are ogee | 
5 words to a line and when less are specifi 
er used, regular line rate is charged. _ 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


WANTED: Experienced detailer and biller. 
Permanent position for competent man, give 
all particulars in first reply. WEST MILL- 
. INC., Post Office Box 1679, Houston 
1, Texas. 


MILLWORK SUPERINTENDENT 
Florida manufacturer wishes to employ Super- 
intendent and Detailer and Biller for Mill- 
Address Box 

















work Plant. Send references. 
V-54 American Lumberman, Inc. 


MILLWORK ESTIMATOR ‘ 
Want to employ experienced Millwork Esti- 
mator, and Detailer and Biller. Must be good. 
rs Address Box V-56, American Lumber- 
man, Inc. 








BOOKKEEPER WANTED ; 
Large Florida. Retail Lumber Company wishes 
to employ experienced bookkeeper. Give age. 
send references, and record of employment. 
Address Box V-55 American Lumberman, Inc. 





Wanted young man with lumber experience 
with proven merchandising ability to man- 
age sag neighborhood lumber yard. Apply 
Box No. V-47, American Lumberman, Inc. 





WANTED: REPRESENTATIVES 


Established manufacturer of successful com- 
bination sash balance and weatherstrip de- 
sires add several responsible sales repre- 
sentatives now ing on millwork ants 
and retail and wholesale lumber dealers with 
planing mill cilities. Exceptional r- 
tunity. Please state territory interested in. 
= Box W-30, American Lumbermen., 
ne. 





Grade and Tallyman, ompeneneet in Hard- 
woods and White Pine. ERT B. LOWRIE 
LUMBER CO., 14541 Michigan Avenue, Dear- 
born, Michigan. 
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HELP WANTED 





HELP WANTED 








MANAGER FOR RETAIL YARD. Prefer man 
35 to 45 years old, must be fully qualified to 
handle all phases of the business, sober and 
a hard worker. Opening available January 
1, 1950 or earlier if desired. Address Box 
V-29, American Lumberman, Inc. 





DETAILER AND BILLER 


We need an experienced Special Millwork 
Detailer capable of handling large buildings 
and Churches. Excellent opportunity for the 
right man, who wishes to locate in Minne- 
— Write Box T-55, American Lumberman, 
nc, 





WANTED—Young man to represent a well 
established millwork jobber in North Central 
Indiana. calling on retail lumber dealers. 
State age. experience, etc. Address Box T-62, 
American Lumberman, Inc. 





WANTED 
MILLWORK SALESMAN wanted by New York 
jobber. State qualifications, experience and 
references. Replies confidential. Address Box 
V-38, American Lumberman, Inc. 


WANTED by a Delaware Retail Lumber Com- 
pany. experienced bookkeeper and credit 
manager. State age. references and record 
of employment. Address Box V-37, American 
Lumberman, Inc. 








We are looking for an experienced retail 
lumberman for estimating and sales develop- 
ment. Salary and bonus in line with results. 
Write us fully regarding experience, quali- 
fications and salary expected. 
MARQUETTE LUMBER CO., INC. 
306 S. Notre Dame Avenue 
South Bend 22, Indiana 





WANTED: Aggressive young salesman with 
some lumber experience to sell contracting 
trade for one of Chicago’s oldest lumber 
yards. Permanent. Salary commensurate 
with ability. Address Box W-27, American 
Lumberman, Inc. 





WANTED 
MANUFACTURERS’ REPRESENTATIVES 


to list their names with us. We are having 
constant calls from manufacturers of various 
building products and machinery for quali- 
fied representatives to sell the wholesale and 
retail lumber dealer and sash and door trade. 
Manufacturers’ agents interest in taking on 
additional lines should write us at once, 
stating— 

l. Experience. 

2. Territory covered. 

3. Types of products now handled. 

4. Types of products sought. 

AMERICAN LUMBERMAN., INC. 

139 N. Clark St., Chicago 2, Ill. 





NEED REPRESENTATIVES 

SELL BUILDERS HARDWARE 
Lock manufacturer expandin in lumber 
dealer market desires ualified agent-repre- 
sentatives calling on dealers in following 
areas: Chicago. Minneapolis, Des Moines, St. 
—, Write Box W-29, American Lumber- 
man, Inc. 





Help Wanted 
DETAILER & BILLER: established firm needs 
competent man to make shop drawings. for 
Special Millwork. This is a permanent job 
with 50 year old company in Ottawa, Illinois. 
When replying give full information about 
ag SANDERS BROS. MFG. CO., Ottawa, 
inois. 


SITUATIONS WANTED 














Want to manage going millwork concern with 
privilege of buying interest. Write Box T-35, 
American Lumberman, Inc. 





Experienced Salesman 

Excellent following among lumber, building 
material dealers. contractors and architects 
within one hundred fifty mile radius of Al- 
bany, N. Y. Would like to make a change. 
Experienced in introduction of new materials. 
In position to increase your sales. Address 
Box T-39, American Lumberman. Inc. 





POSITION WANTED — Salesman and yard 
man. European lumberman. English speak- 
ing. 28 years sales experience importing and 
exporting European lumber. Address Box 
V-39, American Lumberman, Inc. 





ACCOUNTANT desires executive position with 
wholesale or retail company. 25 years lum- 
ber accounting experience, all phases. Age 
45, clean cut, thoroughly competent. Prefer 
middle west. Write Box No. V-52, American 
Lumberman, Inc. 





Experienced Wholesale Lumber Salesman. 
Have an exceptional following with the better 
Michigan Lumber and Building Supply trade 
outside the Detroit Area. Am seeking ad- 
ditional lines or would devote entire time to 
sale and distribution of products to this trade 
if return commensurate with effort could be 
assured. Address Box W-2Il, American Lum- 
berman, Inc. 





MILLWORK 
Wanted by experienced millwork salesman 
with established trade throughout the East 
and Southeast, line of Ponderosa Pine mill- 
work and line of Oak stair material. Address 
Box W-22, American Lumberman, Inc. 





Manufacturers’ Representative 


covering Chicago and vicinity, wants un- 
finished kitchen cabinets, wall cabinets and 
furniture lines. Address Box W-20, American 
Lumberman, Inc. 


USED MACHINERY WANTED 


Wanted to buy 1 — 300 horsepower Steam 
Engine and 1 — 150 horsepower Steam En- 
gine. We prefer a twin type double cylinder 
engine, but will consider other types, so let 
us know what you have to offer. WOOD 


LUMBER COMPANY, BIRMINGHAM. ALA- 
BAMA. 














Wanted—49"" endless bed 3 drum sander. 
State condition and price. Milwaukee Sales & 
Mig. Co., 1718 N. Ist St., Milwaukee 12, Wisc. 





WANTED: Experienced lumber yard manager 
in Detroit area. Good community—well estab- 
lished yard—living conditions best. Man must 
be middle-aged, good salesman, have good 
habits, good background. Apply Box No. 
W-31, American Lumberman, Inc. 





WANT TO SELL OR BUY 
LUMBER 


MACHINERY 
EQUIPMENT 


You'll find your best market 
amon American Lumber- 
man Building Products 
Merchandiser’s 22,000 
readers. 


Tke cost is low—10 cents 
per word — $6.00 per inch — 
less for consecutive inser- 
tions. 


To reach the next issue mail 
your copy now to: 


eee LUMBERMAN 


nc. 
139 North Clark Street 
Chicago 2. Ill. 






WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1. Mo. 








STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


LUMBER & DIMENSION 
WANTED 


——<- — ee — 








WANTED j 
3/8” plywood — 17 x 17 or any multiple, 
Quote price in lots of 500 pieces — any kind, 
Address Box V-24, American Lumberman. Ing, 


WANTED 
Maple or Birch Plywood 
Solid Core Only 
Can use various lengths 
& widths, or full sheets. 
Truck or carload lots. 
A. C. Vernier—117 Fourth St. 
Pittstield, Mass. 








Western Pine Producer wanted by manu. 
facturing agent covering lumber dealers in 
parts of New York and Connecticut. G. J, 
Romano, 21 Haines Boulevard, Port Chester, 
New York. 


BUSINESSES WANTED | 


Established wholesale or retail yard. Good 
Wisconsin territory. Capable at least several 
hundred thousand annual sales. Reply Box 
V-40, American Lumberman, Inc. 














Want to buy controlling or minority interest 
in a lumber yard in California. Want to be 
active in the business. Have thirteen years 
experience in lumber manufacturing and re- 
tailing. Address Box W-23, American Lumber 
man, Inc. 


BUSINESS OPPORTUNITIES 


Successful experienced manufacturer's agent 
covering entire territory west of Mississi 
River for large eastern manufacturer se 
additional kindred line to sell to wholesale 
jobbers of building materials. Prefer line oj 
window and door units, cabinets, moldings, 
etc., but will consider any oriented volume 
line. Territory completely established and 
only calling on top-rated jobbers. Commis- 
sion only. References exchanged. Address 
Box V-45, American Lumberman, Inc. 


FOR SALE—BY OWNER 


Profitable, aggressive, hardwood firm. Ideal 
middlewest location. ne yard— 
kilns—heated lumber storages—modern saw- 
mill—boiler plant—office building—land. In- 
ventory optional. Equipment excellent con 
dition. Established half century—going op 
eration—never offered before—owner retir- 
ing. Seasoned personnel will stay on. Price 
open, reasonable. Earnest buyer and owner 
will appraise. Reply Box DKB, c/o American 
Lumberman, Inc. 


LUMBER YARD—NEAR LARGE OHIO CITY 


Sales $200,000 year: fully equipped mill: 
25,000 square feet; retail store; storage shed 
5,500 square feet; seven car siding; oppor 
tunity to expand; $30,000 inventory: complete 
personnel; with property, reasonable. 
APPLE COMPANY. BROKERS 
CLEVELAND, OHIO 


























MISCELLANEOUS — FOR SALE 


CARPENTERS APRONS _ 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable 
prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 











Plywood. Any part of two hundred thousand 
surface feet. Interior. All pieces four { 
long. 14” 3%” 1/2” 5g” 3/4”x11/2” wide. Charles 
Cross, Owner, Oshkosh. Wisconsin. 














BOOKKEEPING MACHINE 
Slightly used Burroughs, Moon-Hopkins, ele¢ 
trically operated. Reasonably priced. 


CAPITAL CITY LUMBER COMPANY 
Madison 5, Wisconsin 





Any one having knowledge of present 
whereabouts of Irving Vernon Black, roofing 
and siding contractor, one time resident of 
State of Montana, please write to Box W-25, 
American Lumberman, Inc. 





Wanted: Asbestos Siding: 1 x 12 Ponderosa 
Pine, Resawed; Combination Doors; Exterior 
& Interior Doors, Door Frames; Door Jambs; 
Windows: Window Frames. Or what else 
have you to offer at a price. KAPLAN LUM- 


BER COMPANY, St. Charles, Mo. 


December 3, 1949, AMERICAN LUMBERMAN & 


TIMBER & TIMBER LAND | 
FOR SALE 





— 
——— 





Loggers—Mill Men 
20 million nice Idaho timber, much pine, low 
altitude, plateau, good road to and in timber: 
log pond, nice mill, railway, ideal bl 
land, 4000 acres. Going for $50,000. Worth 
double. Also smaller deals. Braun, 114 & 
Arndt, Fond du Lac, Wisconsin. 




























































































































